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LERT underwriters are making energetic use of every pros- 
pecting aid, to develop the new prospects so urgently needed at 
this particular time. 

Northwestern Mutual agents are especially well equipped with 
prospecting helps of proved effectiveness—among them a well 
planned Direct Mail program in the form of Duplex Letters, You 
Incorporated Letters, and reprints of the company’s national 
magazine advertisements. 

Persistent use of this material makes it easier to approach 
new prospects, maintains the agent’s selling effort between calls, 
and helps to identify the agent with the company’s national 
advertising. 

Wide experience has demonstrated that this material, con- 
sistently used, paves the way to more successful interviews with 
better prepared prospects. 
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e Easiest to Understand ° 


Some of Its Most Important Features 


Policy Provisions Carefully Analyzed (150 companies). 

Company Practice, also (where it affects policyholder). 

Premium Rates at All Ages (over 2600 policies in full). 

Disability and Double Indemnity Rates (150 companies). 

Cash Values (including “at ages” 55, 60 and 65). 

“Net Cost—Net Pay” Illustrations with detailed summaries. 

Improved Illustrations of Dividend Results. 

Numerous Special Showings of “Special” Contracts. 

Annuity Rates (Special Section on Annuities). 

Retirement Contracts (Costs, Values, Dividends, etc.). 

Term Rates and Dividends on Term Policies. 

Juvenile Insurance—Rates and Values, Payor Rates, etc. 

Dividends on “Paid-Up” Policies. 

Rates of Interest Payable on Funds left with Company. 

Reserve Tables (including “at ages” 55, 60 and 65). 

Very broad data on Industrial and Intermediate. 

Extremely comprehensive Financial and Business Reports—providing 
some Tsventy-two important items, all over 200 companies—for a 
five-year period. 

Rates of Interest Earned—Mortality Ratios for five years. 

Settlement Options and Guaranteed Incomes in Full. 

Sales-making “SOCIAL SECURITY” Information. 

Supplemented Monthly by The “Insurance Salesman” Magazine. 
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PREPAREDNESS IS GOOD INSURANCE 


A single sale from a question answered by the Little Gem 
pays fer it for years. You may need the answer tomorrow! 
Can you afford to miss any sale 








“LITTLE GEM” 


(Largest Circulation of any book of its kind) 


Vast changes have been made recently, by many important 
companies, particularly in the field of “options” and “incomes.” 
In view of their extensive use today, and since most modern sell- 
ing methods are based on “income” presentations, new up-to- 
date information on all those important points will be absolutely 
essential in 1939 for every life insurance salesman. 


Gives More on“Incomes”, “Values”, etc. 


(Ready in March) 


For handy pocket use, nothing excels the Little Gem in filling 
this vital need. By actual count, the Little Gem gives very 
considerably more information on such currently important 
subjects as (1) Settlement Option Incomes, (2) Cash Values 
including those at the Retirement Ages of 55, 60 and 65, and 
(3) on “Retirement Contracts” in general—than any other small 
sized reference book. And the new 1939 Little Gem will give 
still more on all the important points. 


Makes “Programming” Simpler 


In addition to its ordinary statistical uses, the Little Gem is 
particularly helpful in arousing “cold” prospects, selling people 
who “have enough” and in saving your own figuring time when 
doing programming work. Most of the “essentials” of pro- 
gramming are already “figured out” for you in the Little Gem, 
for immediate use. All these “business-building” uses are care- 
fully explained in the book itself. Be sure you get one! 
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Facts and Figures—Order Yours NOW! 


* 
Helps YOU to 


—interest prospects 
—sell larger policies 
—avoid competition 
—build prestige 
—save time and 
—earn more money 


MAIL 


OUPON 


Get ALL the Business Your Efforts Deserve! artes 








Special ‘‘Club Prices” to All ei 


Rush, as soon as ready, at my “club rate,” 
..cop.. New Up-to-date 1939 “LITTLE GEM.” 


To The National Underwriter, 420 E. 4th St., Cincinnati 
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Northwestern Holds 
Eastern Regional 
Meet in New York 


President Cleary Predicts 
Greater Opportunity with 
Obstacles Lifting 


NEW YORK-—Sizing up the present 
situation and surveying the future in 
life insurance selling, President M. J. 
Cleary told the Northwestern Mutual 
Life’s eastern regional convention that 
the door of success and opportunity is 
as wide if not more wide open than at 
any time in the history of the business. 
Mr. Cleary said that 1938 obstacles in 
the way of greater life insurance pro- 
duction—the public’s mental attitude 
and the unfavorable level of business 
generally—are already showing signs of 
passing and that the tremendous vol- 
ume of business put on the books in 
recent weeks in anticipation of policy 
changes proves conclusively the deep 
rooted confidence of the American 
people in legal reserve life insurance. 
He pointed out that this volume of buy- 
ing indicates that the people still have 
the means to own more life insurance. 


Have Complete Confidence 


Referring to a market survey on the 
attitude of the public toward life insur- 
ance, Mr. Cleary said that the over- 
whelming majority of people in all 
walks of life and all sections of the 
country have complete confidence in 
American life insurance. Commenting 
on criticisms and other hostile mani- 
festations, Mr. Cleary said that even if 
the effect of some of these things is bad 
they serve a real purpose by irritating, 
by challenging, by impugning motives. 
They keep us conscious of the respon- 
sibilities of our trusteeship, of our ob- 
ligations to the public. Among these 
sources of annoyance, Mr. Cleary listed 
so-called “service bureaus.” He told of 
a woman who paid such a bureau half 
of a $70 surrender value which she 
could have saved by merely writing the 
home office of the company that had 


' issued the policy. 


Try to Generate Conflict 


“I wonder if it shows that we haven’t 


| done as good a job as we might in 
convincing people that they will get fair 


treatment if they will write te-the com- 
pany or see an agent,” Mr. Cleary 
observed. “All this service bureau 
Propaganda is based on a plan to make 
people believe that there is a conflict of 


> interest between themselves and _ the 


companies and agents. Let’s see if this 
year we cannot dissipate some of that 


idea.’ 


}. Harking back to his experiences as 





rage commissioner of Wisconsin, 
1 Mr. Cleary said that one of the most 


pathetic problems was the plight of old 


} folks faced with skyrocketing costs of 
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Group Life Reaches 
All-Time High 


Equitable Society Reports 
New Records for All 
Group Coverages 


A new all-time high in the volume of 
group insurance in force was reached in 
1938 by the Equitable Society, it was 
announced by Thomas I. Parkinson, 
president. 

Mr. Parkinson estimated the total out- 
standing volume of group life insurance, 
as of Dec. 31, in all group writing com- 
panies at $13,700,000,000. New records 
for insurance in force were also set by 
the Equitable in the other four group 
coverages—group accident and health, 
accidental death and dismemberment 
and hospitalization insurance and group 
annuities, he stated. 

The records show that 8,600,000 em- 
ployes in the United States are now cov- 
ered by group life insurance through the 
cooperation and financial assistance of 
some 24,000 employing companies. Close 
to 50 percent of these employes are to- 
tally uninsured except for their group 
protection. As it is, their families are 
assured of at least one year’s earnings, 
on the average, in the event of the 
breadwinner’s death. 


Benefits Present Good Picture 


“The record of benefits paid under 
group life insurance in 1938,” said Mr. 
Parkinson, “gives a good picture of 
group insurance in action. Payments 
amounted to approximately $110,000,000, 
or better than $2,000,000 a week through- 
out the year. In the Equitable alone 
benefits aggregating $15,560,000 were 
paid to 8,550 beneficiaries. This is an 
average benefit of $1,820. 

“During the past year there has been 
a widespread movement on the part of 
employers to provide larger amounts of 
protection in their organizations. Many 
companies now offer the equivalent of 
two years’ earnings or more. 

“At the same time, employers gener- 
ally are recognizing that workers are 
subjected, by the conditions of modern 
life, to daily hazards of sickness and 
disability that frequently are as finan- 
cially crippling for the family as the pre- 
mature death of the wage-earner would 
be for unprotected dependents. The re- 
sult is a trend among employers toward 
providing, not only a group protection 
program, but as complete a plan. as 
funds will permit, with provision for 
disability benefits, hospitalization and 
surgical care, and annuities.” 

This trend is reflected in the new vol- 
ume peaks set in the four group cover- 
ages designed to protect the worker 
against financial loss through accidents 
and sickness and to alleviate old age de- 
pendency. Although these represent a 
substantial advance for all forms, group 
hospitalization has made particularly 
large gains. 

Mr. Parkinson also announced the fol- 
lowing leading agents in group produc- 
tion for his company. They are: Nor- 
man C. Strong, L. A. Miner. agency of 
New York City; G. Frank Gardner, E. 
A. Woods Company, Pittsburgh; John 
T. Claiborne, Prosser & Homans 
agency, New York City; S. D. Weiss- 
man, A. J. Farnsworth agency, Boston, 
and T. A. Ferns, H. A. Chipman agency. 








Volunteer State's 
Control Is Changed 


Cecil Wood of Nashville 
Becomes President—Other 
Changes Announced 


CHATTANOOGA, TENN. — Effec- 
tive as soon as details are consum- 
mated, controlling interest in the Volun- 
teer State Life has been purchased by 
Cecil Wood, Nashville, and Robert M. 
Evans, in association with a group of 
six Chattanoogans. Mr. Wood becomes 
president. 

With the change in control, Commo- 
dore Albert L. Key retires as chairman 
of the board, Colonel R. H. Kimball and 
Cartter Patten resign the presidency and 





CECIL WooD 


vice-presidency respectively. Dr. John 
B. Steele, former medical director, has 
been promoted to vice-president and 
medical director. 


Evans to Be Vice-President 


Mr. Evans, formerly an examiner with 
the Tennessee department of insurance, 
who has served as treasurer of the Vol- 
unteer State, will continue in this posi- 
tion, and is slated for a vice-presidency 
under the new control. 

Associated with Mr. Wood and Mr. 
Evans in purchasing control are: D. H. 
Griswold, president of American Trust 

Banking Company, Chattanooga; 
Cartter Lupton, Burton Frierson, vice- 
president Dixie Mercerizing Company; 
Chattanooga; George R. West, Jr., 
president Dixie Mercerizing Company; 
Burkett Miller and Edward Finlay, at- 
torneys, Chattanooga. 


Cecil Wood’s Career 


Mr. Wood has had 20 years experi- 
ence in various types of insurance work, 
including organization and investment. 
He is 38. a native of Shelbyville, Tenn. 
He has performed meritorious work as 
Tennessee general agent for Bankers 
Life in Nashille, as president of Nash- 
ville Association of Life Underwriters 


Despife Slump, N. Y. 
Agencies’ Record 
Impressive in ‘38 


Great Rush of December 
Business Improved the 
Year's Showing 


NEW YORK-—In spite of the general 
slump in life insurance production for 
the year, New York City agencies rolled 
up some impressive totals, some showing 
increases over 1937. December business 
sold on the basis of impending contract 
changes, helped swell the total. So great 
was the rush of this last minute business 
that some offices had not yet received 
from their home offices the final figures 
by the middle of this week. 

It will be noted in the listing below 
that there is no mention of the Luther 
and Keffer agencies of Aetna Life, this 
is due to the fact that during the year 
the former Luther-Keffer partnership 
was dissolved and separate agencies 
were established. 


Myrick Well in First Rank 


The J. S. Myrick agency of Mutual 
Life of New York paid for $21,140,316 
for the year as against $24,238,646 for 
1937. December business was $4,065,- 
253 as compared with $1,945,044, of the 
December total, $46,168 was single pre- 
mium annuities and $239,612 annual pre- 
mium annuities. 

The Charles B. Knight agency, Union 
Central, paid for $18,203,651 for the year 
as against $20,094,395. December pro- 
duction was $1,880,129 as against $2,- 
179,359. Annuities are included in the 
foregoing figures but represent an ex- 
tremely small percentage. 

The C. E. DeLong agency, Mutual 
Benefit, paid for $17,953,766 as compared 
with $13,140,023. December business to- 
taled $3,729,564 as against $1,455,967. 
The full time department showed a 40 
percent gain for the year, the Brooklyn 
branch gained 60 percent, while the 
brokerage department ran 13 percent be- 
hind. R. F. Mellor led in volume, C. E. 
Brewer, Jr., in lives. 

The Fraser agency, Connecticut Mu- 
tual, paid for $12,005,000 as against $11,- 
411,106. The December figure was $1,- 

(CONTINUED ON LAST PAGE) 











and as manager of National Life & Ac- 
cident’s real estate and mortgage loan 
department. 

Mr. Evans has been in insurance and 
investment business 12 years, special- 
izing in investments. Chairman of the 
Board C. A. Craig of the National Life 
& Accident, issued a statement in Nash- 
ville announcing Mr. Wood’s resigna- 
tion to accept the Chattanooga -tenure. 

National Life & Accident is consoli- 
dating its bond and real estate and loan 
departments under the management of 
G. D. Brooks, who has been manager of 
the bond department and secretary of 
the finance committee. 
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President of The National 
Underwriter Is Dead 


E. Jay Wohlgemuth 
Succumbs After Lengthy 
Illness in Florida 


Funeral services were held in Cincin- 
nati Saturday afternoon for E. Jay 
Wohlgemuth, president of THE NATIONAL 
UNDERWRITER CoMPANY and of the Rough 
Notes Company, who died in Ponte 
Vedra Beach, Fla., after a lingering ill- 
ness at the age of 63. 

On “Black Sunday” when the Ohio 
river approached its peak at Cincinnati 
during the January, 1937, flood, Mr. 
Wohlgemuth drove to the ‘office to see 
if it had been affected by the record 
breaking level of the water. On_ his 
way home his car crashed into a safety 
zone. The street lights were out be- 
cause of failure of the electric plant and 
driving was difficult in the fog and dark- 
ness. 

Although his doctors said his illness 
was due entirely to natural causes, Mr. 
Wohlgemuth did not appear to recover 
entirely following the shock of the ac- 
cident, in which he received a stunning 
blow on the head. During the following 
summer, which he spent at his cottage 
on the St. Lawrence, Mr. Wohlgemuth 
was nervous and unable to rest. He 
returned to Cincinnati, where he re- 
mained a short time, and then went with 
Mrs. Wohlgemuth to his winter home 
at Daytona Beach, Fla. A few months 
later they removed to the Inn, Ponte 
Vedra Beach, where it was more con- 
venient to receive medical attention. 
They remained there until his death, 
Mrs. Wohlgemuth staying at his side 
for 14 months. 


Services at Avondale Church 


Mrs. Wohlgemuth and her daughter 
Betty accompanied the body back to 
Cincinnati. Services were held at the 
Avondale Presbyterian Church, where 
Mr. Wohlgemuth’s father-in-law, the 
late Dr. Charles Frederick Goss, had 
been pastor and pastor emeritus for 
many years. It was in this church that 
Mr. and Mrs. Wohlgemuth were mar- 
ried. The invocation was given by Dr. 
Tesse Herrmann, pastor of the Second 
Presbvterian Church, Lexington, Ky., an 
old friend of the Wohlgemuths, and the 
service was conducted by Dr. G. Bar- 
rett Rich of the Avondale church. 

Honorary pallbearers were Abner 
Thorp, Jr.. . Jaqua. E. F. Gray, 
C. C. Crocker, L. H. Martin, E. M. Helt- 
C. Roed- 


man, J. H. Rader and G. 

ing, all of Cincinnati: C. M. Cartwright, 
H. J. Burridge, Otto E. Schwartz, 
James C. O’Connor and_ Levering 
Cartwright. Chicago. and Irving Wil- 
liams, Indianapolis, Mr. Wohlgemuth’s 


and John L. Shuff, 
Tames Albert Green, Arthur Espy, 
Cecil H. Gamble, V. B. Kirkpatrick, 
George E. Mills, Ralph E. Clark, and 
Dr. Dudley Palmer. Cincinnati; Paul 
Steketee, Grand Rapids, Mich., and Dr. 
Harry R. Martin, Springfield, O. 

Mr. Wohlgemuth is survived by his 
widow, Stella Goss Wohlgemuth, and 
daughter. Elizabeth Goss Wohlgemuth, 
and the following brothers and sisters: 
Tohn F. Wohlgemuth, Hinsdale, IIL; 
Albert JT. Wohlgemuth. Indianapolis; 
George 1. Wohleemuth, Armada, Mich.; 
Mrs. Emma Ewald. Mrs. Geraldine 
Tobin. and Sister M. Geraldine. Detroit, 
and Mrs. Louise Griesbaum. Cincinnati. 

During his sojourn in Florida, Mr. 
Wohlgemuth’s only recreation was a 
slaw drive in his car, accompanied by 
Mrs. Wohlgemuth. 


Oldest Insurance Friend Present 


Tt was interesting to note that Mr. 
Wohlgemuth’s oldest insurance friend in 
Cincinnati was present and was an hon- 
orary pallbearer, John L. Shuff. general 
agent Union Central Life. When Mr. 


business associates, 
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Partner of 40 Years 
Gives Impressions of 
Distinguished Publisher 


By C. M. CARTWRIGHT 


When a man has been associated with 
another for well nigh 40 years in busi- 
ness in a partnership and personal rela- 
tionship and has been a friend for a 
longer time, he has a very excellent 
opportunity to study at close hand the 
characteristics and to reach some con- 
clusions as to the attributes which have 
had the strongest influence in his activi- 
ties. Therefore, when word came that 
Oa Wohlgemuth, founder and presi- 
dent of THE NATIONAL UNDERWRITER Or- 
ganization, had gone beyond the hills, 
I was overcome with varied emotions. 

Mr. Wohlgemuth was no ordinary 
man in his mental and spiritual attain- 
ments. He was a person of great 
variety, often of contradictions that one 
could not understand. I have wondered 
what inheritance was his that consti- 
tuted his makeup. At times he exhibited 
almost unanalyzable antitheses. His life 
was certainly one of mountains, vales 
and depressions. Sometimes he revealed 
characteristics that did not belong to the 
hilltops, and at other times he was 
mounting the heights. 


Out of the Insurance Picture 


During the past 15 years Mr. Wohl- 
gemuth had very little contact with the 
people in the insurance business. In all 
of his later years he spent most of his 
time at the Cincinnati office developing 
this or that publication, bringing new 
men into the organization and in vari- 
ous ways extending THE NATIONAL 
UNDERWRITER’s business activities. His 
purpose was to establish an organization 
on a firm and permanent basis, one that 
could function and carry on after his 
departure. His preoccupation with this 
kind of a business building program 
prevented him from attending conven- 
tions, calling upon company officials or 
hobnobbing or fraternizing with those 
in the business in the same way that 
the average insurance newspaper man 
does. 

As a result, even though he founded 
Tue Nationat UNperwriter and initi- 
ated and developed most of the publi- 
cations and. services that now make it 
as extensive a publishing organization 
as it is, he was not well known to the 
insurance fraternity generally. He was 
in no sense a public contact man, but 
as the one who had a broad vision of 
what an insurance newspaper, might do, 
how it might serve the insurance busi- 
ness not only through the publication 
of a paper but in numerous other ways, 
he was, to my mind, the real genius of 
present day insurance publishing, a con- 
structive, imaginative force, and _ it 
should be interesting to everyone in the 
business to know something about the 
kind of a man he was, what his mental 
processes were and the ideals to which 
he adhered. 


Lacked Early Educational Advantages 


As a youth he was compelled to work 
after leaving high school. He, therefore, 
lacked some of the educational advan- 
tages that would have been a great bul- 
wark and satisfaction to him as he went 
along. Yet when I had gotten well es- 
tablished in our partnership, and the 
doctor ordered him to take it easy, he 
made all plans to leave his business for 
four vears and go to college. He pre- 
pared himself for and attended the Uni- 
versity of Michigan, and then during a 
rest year in California went to Pomona 
College. At Michigan he became a 
fraternity man and was alwavs inter- 
ested in that work in later life. The 
education that he received during those 











four years and the cultural journeys that 
he made afterwards undoubtedly were 
an immense satisfaction and comfort to 
him. He loved to stand on the out- 
skirts of the literati even though he had 
not the special gift to qualify. He pro- 
duced in the Literary Club of Cincin- 
nati of which he was a member, some 
very readable material and developed 
some interesting theses. For instance, 
I would say that Mr. Wohlgemuth was 
an authority on the life of Stephen C. 
Foster, well known writer of American 
folk songs, author of “My Old Kentucky 
Home,” etc. He delved into the litera- 
ture and life of Foster, reading every- 
thing about him that was extant and 


made some original researches and 
studies at first hand. 
Probably we could count on the 


fingers of one hand those with whom 
we have come in contact, who made 
such a daring adventure as to leave his 
own business, lay it aside, get entirely 
away from it, enter the life of the clois- 
ter and graduate with honors. That was 
an exhibition of Mr. Wohlgemuth’s 
great courage and determination. 

“E. J.,” as all of us in THE NATIONAL 
UNDERWRITER organization called him, 
came into the insurance publishing field 
at a time when most of the papers had 
but small circulation and were domi- 
nated by one man; usually a man who 
spent most of his time writing editorials, 
comment, etc., and frequently writing 
up or writing down companies, which- 
ever seemed to be the most profitable. 
Mr. Wohlgemuth and Young E. Allison, 
Sr., of the “Insurance Field,” and may 
I say Mr. Wohlgemuth in particular, 
are responsible for the modern, up to 
date, forthright, orderly conducted in- 
surance newspaper. 


Had High Business Ideals 


E. J. had a high ideal for his business. 
He took the ground that the insurance 
business did not necessarily owe an in- 
surance newspaper a cent. He alwavs 
said that if he could not produce a pub- 
lication that gave value received, then 
he did not want any agent or company 
to give him a thought. His whole am- 
bition was to build up a publication that 
would appeal to the trade and justify its 
existence. He rebelled at the thought 
that he could in anv way be subsidized 
by advertising. In his solicitation of ad- 
vertising he made it plain that he was 
not seeking business on account of any 
special “pull,” influence or any service 
that he might render. He presented ad- 
vertising as a creator of good will, and 
if a company thought the advertising as 
he outlined it had no value then he did 
not want such a companv to buy any 
advertising from him. He had some 
very forceful arguments for companies 
advertising in a paper with a live, 
selected list of readers. 


Joined the Audit Bureau 


It was due to his insistence that THE 
NATIONAL UNDERWRITER became the first 
insurance paper to join the Audit Bu- 
reau of Circulations, which audits each 
member paner’s circulation records and 
certifies to its subscription list by states 
and by insurance classifications. Mr. 
Wohlgemuth took the ground that this 
was something that the publication owed 
to the business. He desired to have an 
accurate, honest listing of just what THE 
NATIONAL UNDERWRITER provided in the 
wav of circulation. The A.B.C. state- 
ment is open to any advertiser. There 
can be no deceit in it. Mr. Wohlge- 
muth’s early decision to have THE 
NATIONAL UNDFRWRITER become a mem- 
ber of the Audit Bureau of Circulations 
is just another evidence of the innate 
honesty that accompanied him all dur- 
ing his career. 


Dreamed of the Future 


Another trait in him that I often 
noticed was his constant dreaming and 
nointing out a course that he wanted to 
follow in the future. He had in mind 


certain things that he honed _ to 
accomplish. In his early days in 
Cincinnati he was wont to go to 


church and to ride a bicycle for the chief 
purpose. let it he said, of evolving busi- 
ness plans. He told me that in these 
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two environments he was able to dream, 
to think and to scheme with greater 
fruition than any place else. There was 
something indescribable in the atmos- 
phere in each situation that seemed to 
affect him. 

I can say with all truthfulness that I 
have never come in close association 
with a man who was so fundamentally 
honest in his views as Mr. Wohlgemuth. 
He had a horror of chicanery. He de- 
plored any effort at make believe. He 
had no sympathy for glossing over 
practices that he felt were unethical. He 
wanted companies and men to travel the 
straight road and to be thoroughly con- 
sistent in what they did. He despised 
an exploiter, a mercenary promoter, a 
man who was grafting on his institu- 
tion. When he was operating his paper 
as both editor and business manager he 
unsheathed his sword from time to time 
and entered the arena. On such occa- 
sions he did not hesitate to express him- 
self in very emphatic language. When 
he felt that we of the editorial depart- 
ment had neglected to score a traitor or 
plunderer, he was militant in his views 
and wanted action when action seemed 
necessary. 


Genius In Selecting Men 


Now let us come to probably the most 
successful characteristic that Mr. Wohl- 
gemuth possessed. He had a genius for 
selecting excellent men. As his orga- 
nization enlarged, his discriminating 
ability became more acute. He did not 
stop there. When he was satisfied that 
he had the man for the job he gave him 
much rope, and placed great responsi- 
bility on him. He believed in securing 
man power and surrounding himself 
with young men of talent, ambition and 
who had the same conception of busi- 
ness that he possessed. When he felt 
that he could repose confidence in his 
associates he let them decide in almost 
all cases the questions that came up re- 
lating to their special departments. In 
this way he built up a very strong and 
hard hitting organization. 


Loyal to His Associates 
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E. J. was intensely loyal to the 
people who were with him and ofttimes| 
I felt that he was too lenient with some-” 
one who did not deserve the cordial 
treatment accorded him. Yet however! 
loyal he was, at the same time he often) 
exhibited the conviction that in order to™ 





mney int tin 


keep a man strictly in line it was neces- *# 


sary at times to almost crush him. 17 
have seen Mr. Wohlgemuth humiliate) 
(CONTINUED ON PAGE 10) 














aati B 











. dream, 
greater 
ere was 
atmos- 
‘med to 


5 that I 
ociation 
nentally 
gemuth. 
He de- 
ve. He 
iz over 
ical. He 
avel the 
hly con- 
despised 
noter, a 
institu- 
is paper 
lager he 
to time 
-h occa- 
ess him- 

When 
depart- 
raitor or 
is views 
seemed 


the most 
r, Wohl- 
enius for 
is orga- 
minating 
. did not 
fied that 
rave him 
responsi- 
securing 

himself 
ition and 
of busi- 
1 he felt 
e in his 
n aimost 
le up re- 
ents. In 
rong and 


to the 


ofttimes — 
ith some- 


e cordial 
however 
he often 


. him. 


humiliate » «mployed most of the time in line flying 


10) 





January 6, 1939 


LIFE INSURANCE EDITION 








Night Flying Kills 
Thrice As Many As 
Trips in Daylight 


Actuaries’ Report Also 
Suggests Many Applicants 
Are Needlessly Rated 


NEW YORK—More than three times 
as many airline passenger fatalities oc- 
cur at night as in daylight hours al- 
though less than half of total passenger 
miles are flown at night, according to 
the annual report of the aviation com- 
mittee, Actuarial Society of America. 

The report points out that in fatal ac- 
cidents in domestic scheduled flying for 
which the air commerce bureau assigned 
a probable cause, 22 out of 29 such acci- 


dents occurred at night, including 13 out 
of 16 where fare-paying passengers were 
involved. This covered the period from 
January, 1935, to August, 1938, inclusive. 


Daytime Definitely Safer 


“One prominent airline estimated for 
the committee that half its passenger 
miles are flown at night,” the report 
states. “From general considerations it 
seems likely that this would overstate 
the proportion for all airlines. It there- 
fore appears that day flying is much 
safer than night flying, although this fact 
may not be of much value in underwrit- 
ing.” 

Through cooperation of Air Transport 
Association and several principal air- 
lines, the committee obtained estimates 
or samples of the proportion of passen- 
gers flying over more than one route in 
a single trip. Results indicate a rate of 
.05 per 1,000 trips of average length of a 
little more than 3% hours. From a study 
of time tables, the committee estimated 
average number of takeoffs per trip to 
be 24% 


Helps Estimate Hazard 


This breakdown of figures is distinctly 
helpful in estimating the flying hazard, 
since applicants for life insurance cus- 
tomarily think of flying in terms of trips, 
while until now the usual statistics of 
passenger flying have been on the basis 
of passenger hours or flights. The term 
“flight” was not wholly satisfactorily, as 
a flight in this sense means that part of 
a trip over a single route. Frequently 
passengers travel over several routes and 
consequently make several such “flights” 
in the course of a single trip. 

The report spikes a common error 
made in connection with statistics on pi- 
lots engaged in scheduled flying. This 
error is the matching against published 
exposure of only those deaths occurring 
in scheduled flights. However, the re- 
port points out, during 1930-1937, 27 of 
128 pilots killed while employed by air- 
lines were killed in aviation accidents 
connected with airline operations occur- 
ring in course of non-scheduled flights. 
The greatest number of these happened 
in “ferrying” flights, flying a plane with- 
out passengers from one terminal to an- 
other where it was needed. 


Test-Flight Deaths 


A number of other deaths occurred in 
test flights following overhaul of planes. 
A few more took place in non-scheduled 
fights connected with operation of air- 
ines, 

To ascertain whether these miscellane- 


/ous flights are performed by a special 
/Sroup of pilots designated for that pur- 
| bose, who could be distinguished in un- 
+ derwriting and whose hazard might be 
order to” 
‘as neces-/7 


greater than line pilots, the committee 
Investigated several such accidents and 
found the pilot involved was either one 


Preliminary Reports on 
Business For Last Year 


(In most cases these figures are estimates) 


c—New Paid Business—, 
1938 1937 





American Bankers ........ 4,640,656 
American Life & Acc...... 123,500 
Boston Mutual Life........ 24,163,240 
CONGR NEG oie 6 wae cccceces 2,015,000 
Columbus Mut. Life......... 9,485,058 
Continental American Life.. 23,032,012 
Equitable Life, D. C........ 33,217,480° 
PERCOINIGE TALE 2c ccccccses 16,000,000 
(..., Be ere 6,468,123 
POOR EME oe 006 oc cece 17,456,387 
LS er ere 2,439,239 
Govt. Personnel Mutual Life 646,593 
Great American Life, Kan. 1,982,369 
Great American Life, Tex... 11,408,456 
Guarantee Mutual ......... 20,726,759 
Imperial Life, N. C..... 2,203,428 
Independent Life, Md...... 2,791,827 
Ins. Clerks Mut. Benefit.... 216,000 
Liberty Natl. Life, Mo...... 09,000 
Life & Casualty, Tenn...... 15,464,394* 
Lincoln Liberty Life....... 6,150,000 
Manufacturers Life ....... ,178,836 


Massachusetts Mutual Life.138, 
Midland Mutual Life....... 10,492,000 


Natl. Guardian Life........ 5,250,150 
pe A OD See 46,500,000 
Northwestern Natl. Life.,.. 64,291,283 
i ee Fo rr 6,500,000 
Old Republic Credit Life... 31,984,537 
Pathimder Eife ....cccccces 590,000 
Peoples Life, Ind... ...escece 7,419,381 
Policyholders Natl. Life 4,994,550 
FROCHIO£LE EAE cccccccctscce 2,131,554 
Santa We Nath. EATe. 20k s cccces 
Savings Bank Life, Mass... 19,349,915 
State Reserve Life......... 2,091,379 
Texas State Life........... 8,943,754 
Union Central Life......... 63,827,950 
United Tate, Mat... ..cccces 1,225,000 
United Life, Miss........... 420,55 
United States Life......... 9,675,000 
Washington National ...... 44,970,729 


*Ordinary only. 


--Change in Ins. in Force— 
1938 1937 


4,238,107 —99,637 —499,427 
96,000 +16,697 +1,767 
24,523,875 +3,037,287 +3,721,428 
2,404,787 +1,330,000 +1,811,438 
12,446,829 +1,043,973 +5,088,655 
19,245,383 + 8,849,476 +6,957,101 
33,852,090 +5,560,000 +12,172,639 
17,810,336 + 4,000,000 +17,774,691 
5,940,262 —718,337 —1,236,442 
20,784,610 +87,191 +3,004,879 
3,086,344 +50,000 +625,178 
543,433 + 258,369 + 367,729 
2,409,601 —26,777 +142,799 
10,194,000 + 4,074,656 +4,194,440 
23,492,981 + 2,311,230 +7,003,208 
2,265,222 + 783,596 +894,742 
3,509,956 +526,000 + 667,000 
323,592 —15,000 +178,323 
93,000 +212,092 —111,338 
13,843,640 + 2,798,890 + 6,096,206 
5,425,000 + 2,500,000 +1,490,000 
57,957,974 +15,600,000 + 23,114,418 
142,332,907 + 22,000,000 + 36,998,391 
12,554,531 + 2,500,000 +5,093,334 
5,093,097 + 2,179,708 + 2,743,576 
47,139,782 +10,000,000 +14,174,100 
73,823,541 + 8,490,777 + 23,897,810 
7,677,250 +1,000,00 + 2,546,26 
25,125,43 + 6,850,243 + 8,656,286 
250,000 $4,000 —449,000 
8,412,337 +914,811 +1,783,483 
3,329,700 + 2,968,000 +1,271,652 
1,949,134 ti + 249,042 
anced + 2,665,381 +1,288,559 
19,583,350 +15,081,878 +17,331,726 
2,284,774 +790,565 +1,135,388 
8,144,527 +5,469,64 + 5,269,086 
81,761,552 —13,233,050 +7,788,294 
1,234,000 +600,000 + 880,163 
64,200 FEGGSGG 8 8  — weccce 
7,706,417 +3,934,000 +3,265,630 
44,167,561 +131,121,893? + 27,343,908 


3Ordinary and industrial. 


2Includes reinsurance of National Life Fund, $109,312,103, and Hercules Life, 


$13,126,882 


4$1,000,000 secured by reinsurance of Old Line Life of Oklahoma City. 








or in a supervisory position whose risk 
would ordinarily be assumed to be less 
than normal. It was also found after 
tracing these deaths for several years 
past that all but one of the pilots thus 


killed were included in lists of pilots filed 
by airlines, from which exposure is de- 
rived. This one exception happened to 
be balanced by death of a pilot who was 
(CONTINUED ON PAGE 20) 











Independence Square 





HURRICANE WARNING 


At a recent luncheon a speaker told this story which a short 
time earlier had appeared in The New Yorker:— 


A resident of Long Island a day or two before the recent 
hurricane ordered, for his home, an expensive barometer from 
a well-known manufacturer. When he unpacked it, to his 
disgust it indicated a coming hurricane. Believing the instru- 
ment to be imperfect, at his office the next morning he wrote a 
denouncing letter to the makers, and told them to call and get 
it or to send for it. But both house and barometer had been 
swept away by the hurricane before he could return home in 
the late afternoon. The barometer had been trustworthy. 


A listening underwriter told the story to a medically rated 
prospect, who rebelled at a justified rating. Said he, “This 
rating is trustworthy, like that barometer, and should warn 
you both to take this policy while you can get it and immed- 
iately to put yourself under a physician’s care.”” The man 
signed. A little later, although this representative seldom has 
a rated case, two came along together. The barometer story 
brought the signature of both. 


+ +t 
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Riegel Is Elected 
fo Head University 
Teachers Group 


Discuss Permanent vs. 
Term Issue, Policy Loan 
Rate, at Detroit Meeting 


DETROIT—Robert ‘Riegel, Univer- 
sity of Buffalo, was elected president 
American Association of University 
Teachers of Insurance at the annual 
convention here. He succeeded H. J. 
Loman, Wharton School, University of 
Pennsylvania. David McCahan, Whar- 
ton School, succeeds Mr. Riegel as vice- 
president. 

C. A. Kline, Wharton School, be- 
comes secretary-treasurer, replacing J. 


E. Partington, State University of Iowa. 
Mr. Loman and G. W. Gable, University 
of Illinois, were elected on the execu- 
tive committee with J. H. Magee, Uni- 
versity of Maine, and E. L. Bowers, Ohio 
State University, remaining. Messrs. 
Loman and Gable replace R. H. Blanch- 
ard, Columbia University, and William 
Leslie, National Bureau of Casualty & 
Surety Underwriters, New York. Mr. 
Loman presided at the brief business 
session. 


Dr. McCahan Speaks 


At the afternoon meeting, G. E. 
Lackey, general agent Massachusetts 
Mutual, Detroit, and American College 
of Life Underwriters representative, 
presiding, a discussion of criticisms of 
old line life insurance was held. David 
McCahan, professor of insurance Whar- 
ton School, discussed the address of M. 
Albert Linton, president Provident Mu- 
tual Life, on “Permanent Insurance 
Versus Separate Investment,” seconding 
all Mr. Linton’s points in his splendid 
address. Dr. McCahan said Mr. Linton 
might have gone further in pointing out 
merits of permanent insurance as against 
term and separate investment by men- 
tioning the more favorable tax treat- 
ment accorded the owner of ordinary 
forms of life insurance as against other 
types of investment. 

“The owner of life insurance other 
than term is also given protection 
against seizure of his equity by cred- 
itors in most states,” Dr. McCahan ex- 
plained. “He is free from managerial 
cares in conserving and reinvesting his 
funds, having at his command the best 
financial brains in the country to do it 
for him with an absolute guaranty as to 
both interest and principal. 


Beneficial to Individual 


“It is not necessary for the owner of 
ordinary life insurance to follow the 
business cycles and decide when is the 
proper time to change his investments 
and to sell out before a crash. The sad 
experience of many investors supposedly 
having intimate knowledge of market 
conditions in the crash of 1932 shows 
how advantageous it is to have funds 
administered by insurance company in- 
vestment experts. 

“Insurance companies are in a better 
position to purchase safe investments 
for long-term yield because of their con- 
stant income, and are able to diversify 
widely to give a stability of investment 
not available to the small individual in- 
vestor. Placing investment funds in life 
insurance contracts also gives the in- 
vestor greater liquidity of his funds, and 
enables him to make his investment in 
instalments, to purchase on terms, so 
to speak. The life insurance equity 
serves as a family buffer fund, providing 
immediately available funds in case of 
an emergency. Providing funds for 
large investments such as in a home or 

(CONTINUED ON PAGE 21) 
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Dont Forge... 
_ THE BEST FORM OF 
COMPLETE PROTECTION IS BMA’S 


EXCLUSIVE ALL WAYS PLAN! 





FAMOUS BMA CONTRACT 
PROVIDES ACCIDENT, 
HEALTH ano LIFE INSURANCE! 


Protection against all 3 forms of income loss—Accident, Health and Life— 
is being considered more essential by alert insurance buyers the country 
over. That's why BMA salesmen are enjoying an ever increasing volume of 
business. They can open up their prospect calls with BMA's exclusive All 
Ways Plan—a plan that provides COMPLETE PROTECTION—Accident, 


Health and Life Insurance. 


BUSINESS MEN'S 


ASSURANCE C0. 


KANSAS CITY, MO. 








O. J. Arnold Again 
Leads the Field 


Northwestern National Life, 
for 12th Time, Is First 
to Publish Statement 


Northwestern National Life of Minne- 
apolis again has the record of being the 
first life company in the country to pub- 
lish its annual statement. By close 
organization of effort, the figures are 
marshalled and the statement is given 
public release as the hour strikes mid- 
night Jan. 1. For 12 years the report 
of Northwestern National has been the 
first published. 

Insurance in force is set at $427,027,- 
602 in the new statement as compared 
with $418,536,825 a year ago. The as- 
sets are now $70,141,613, a gain of 
$5,243,518. 

Policy loans were $9,629,528, decrease 
of about $200,000. Capital remains at 
$1,100,000 while contingency reserves 
and net surplus are set at $5,265,315. 
Provisions for possible asset deprecia- 
tion were increased by more than $350,- 
000. 


Less Than Market Values 


President O. J. Arnold states that if 
actual market values had been used as 
of Dec. 31, surplus funds would be about 
$1,000,000 greater than they are shown 
to be. 

New business for the year was $64,- 
291,283, decrease of 13 percent from 
1937. Towards the end of the year, 
however, gains were shown. December 
sales were 25 percent above the final 
month of 1937. 

Premium collections for 1938 were 
$10,593,377, an increase of about $600,- 
000. Total income was $14,930,878. 

After watching operations of the FHA 
act and its amendments during the past 
three years, Northwestern National be- 
gan making FHA loans in November 
with special restrictions. 

Federal and federal guaranteed bonds 
amounted to $24,295,794 in the new 
statement, an increase of about $5,000,- 
000. Public utility bond holdings in- 
creased about $850,000, now amounting 
to $12,846,608. First mortgage loans 
totaled $4,525,481 and cash is $2,038,733, 
about $700,000 less than a year ago. 
Real estate holdings declined somewhat 
to $2,919,471. 

In a convention examination of North- 
western National conducted during 1938, 
the statement was made that North- 
western National prepares its annual 
statement on Dec. 31, and publishes the 
figures immediately thereafter without 
loss of accuracy. Proper effect is given 
to all transactions occurring right up to 
the end of the year, the examiners 
stated. 


Commission Studies Limits 
on Bank Savings Insurance 


BOSTON—The special recess com- 
mission on savings bank life insurance 
of the Massachusetts legislature, ap- 
pointed to determine the matter of lim- 
iting amount of insurance to be written 
on any one life under the plan, is mak- 
ing a trip of investigation to Washing- 
ton, New York and Albany. In Wash- 
ington the committee was granted a brief 
conference with Justice Louis D. Bran- 
deis of the U. S. Supreme Court. In 
New York the comittee will confer with 
Superintendent Pink, and at Albany an 
effort will be made to have a conference 
with Governor Lehman, both latter con- 
ferences in reference to the new New 
York law empowering savings banks to 
write life insurance up to $3,000 on any 
one life. 


Muilenkerg to Cedar Rapids 

C. J. Muilenberg, field assistant of the 
Travelers in the Des Moines has been 
transferred to Cedar Rapids, Ia. The 
company has opened a new branch in 
the American Trust building there. 














Celebrates 30th Year As 
Manager of Mutual Life 








MYRICK 


JULIAN S. 


NEW YORK—Julian S. Myrick cele- 
brated on Jan. 1 his 30th anniversary 
as manager of the Mutual Life in New 
York City. The Mutual Life established 
the Ives & Myrick agency in 1909. Mr. 
Myrick’s partner being Charles E. Ives 
who retired from the firm nine years 
ago. 

The agency is consistently the com- 
pany’s leading office and during its 30 
years has placed on the books a total 
of $679,181,158 of life insurance. Mr. 
Myrick has for years been one of the 
foremost leaders in life insurance. He 
has been president of the city, state, and 
national life underwriters associations. 
He has long taken a deep and active in- 
terest in whatever would advance the 
cause of life insurance. No one has 
worked harder, more intelligently, or 
more persistently for the advancement 
of life insurance merchandising and its 
service to the public. 





Douglass Heads New Branch 


FORT SMITH, ARK.—The Jeffer- 
son Standard Life opened a branch office 
in 615-17 First National Bank building 
with A. J. Douglass as manager. He 
opened a district office here in 1937. 


NEWS OF WEEK 


Edward Jay Wohlgemuth, founder and 
prestdent of The National Underwriter 
Co., died at Ponte Vedra Beach, Fla. 

Page 2 
* * 


Control of the Volunteer State Life of 
Chattanooga, Tenn., passes to new in- 
terests. Pagel 

* * x 


Record during 1938 of the leading New 











York agencies is reviewed. Pagel 
* * * 

Northwestern Mutual holds eastern 

regional meeting. Pagel 


* * x 

American Association of University 
Teachers of Insurance elects Robert 
Riegel, University of Buffalo, president 
at Detroit meeting. Page 3 

* * x 

Night flying kills three times as many 

passengers as daylight trips. Page 3 
* * * 

G. A. S. Robertson, Missouri insurance 
superintendent, dies suddenly. Page 6 
* * * 

The California senate has confirmed 
the appointment of R. B. Goodcell as 
insurance commissioner, thus foiling the 
Democratic administration in getting a 
man of its own political persuasion in 
the office. Page 16 
* * * 


Cc. E. Linz, first vice-president South- 
land Life, resigns to become publisher of 
the Dallas “Dispatch-Journal.” Page? 
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WHAT HAVE THESE 


TN TRYING YE 


SECURITY 2 


F YOU are one of the 100,000,000 Americans who own life 

insurance or are protected by it, you are interested in 
the ability of life insurance companies to keep their prom- 
ises ... for on the integrity of those promises depends 
your future security. 

The experiences of the last ten years have proved the 
worth of those promises. American life companies paid 
out during that time the amazing sum of 25 billion dollars 
(not including policy loans) — more than twice the amount 
they were called upon to pay during the previous decade. 
Yet through this period of extraordinary strain, life insur- 
ance assets continued their steady, natural growth, until 
today they are at the highest point in history. 

The American people have learned, through sometimes 
bitter experience, that nothing but life insurance offers the 
security of life insurance. The millions of families who 
have received the proceeds of life insurance without delay 
or interruption, or who, in emergency, have found their 
one remaining sound asset to be their life insurance cash 
values, can testify to the soundness of the life insurance 
principle, and to the dependability of the life companies. 

As in past years, NWNL is first to present its Annual 
Financial Statement. It shows the true security — for to- 
day and for the years ahead — that a good life insurance 
company gives you in exchange fer your premium dollars. 


NWNL’S 10-YEAR RECORD 


of steady, well-rounded growth is outstanding, even as 
compared with the fine showing of all U.S. life companies. 















GROWTH IN ASSETS 
1928-38 # 


ALL COMPANIES 72% 


GROWTH IN INSURANCE IN FORCE 
1928-38 & 


NL..A48h 
(ALL COMPANIES 16% 
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Northwestern National Life’s 


54th ANNUAL FINANCIAL STATEMENT 
December 31, 1938 


RESOURCES 
Cagle oo. awe sa cd uccesddeswucadsese ( 2.9%) $ 2,038,733 
U. S. Government Securities........... (25.4%) 17,833,701 
Bonds Fully Guaranteed by the U. S....( 9.2%) 6,462,093 
Canadian Government Securities... .... ( .6%) 443,984 
Other Bonds: 
State, County, and Municipal....... (5.0%) 3,503,917 
Railroad Mortgage Bonds........... ( 6.9%) 4,853,681 
Railroad Equipments............... ( 1.8%) 1,272,838 
Pe a ee (18.3%) 12,846,608 
IMEEIINIE So 5 ous. oe aden iS cei asad ( 1.5% 1,046,121 
EUGENE ooo ces cance onecees es 3% 239,639 
First Mortgage Loans ................ (6.5%) 4,525,481 
MOMOUUEMMUNS 6 6 o:0) rian cee den dngeas ee. (13.7%) 9,629,528 
Real Eesate (Incl. Home Office Bidg. 
and Real Estate Sold Under Contract)( 4.2%) 2,919,471 
Premiums, Due and Deferred.......... 2.8% 1,932,079 
Interest Due and Accrued and 
CHGRIAGNOEE =< 5 ore ccc cans cscs ( .9%) 593,739 
TRONW ANF ooo duit oe cn Ko ncwesiw ws (100%) $70,141,613 
LIABILITIES 
Wenenee Cit WONG 2 ios ois kinve Seblonsdcen $54,432,560 
Death Claims Due and Unpaid................ one 
Claims Reported but Proofs not Received....... 107,552 
Reserve for Claims Unreported................ 95,000 
Present Value of Death, Disability, and other 
Claims Payable in Instalments............. 3,672,861 
Premiums and Interest Paid in Advance........ 347,956 
Reserve for Taxes Payable in 1939............. 311,471 
Profits for Distribution to Policyholders......... 2,654,076 
Reserve for Other Liabilities .................. 2,340,151 
Asset Fluctuation Reserve ..................-. 914,667 
Surplus Funds* and Capital: 
Voluntary Contingency Reserves... .$1,836,270 
General Surphus ada eaten awe es 2,329,049 
Py Cn | eae aera eee ere 1,100,000 5,265,319 
ROUMMNe efisitia toe rn aca teceyshateen: $70,141,613 








*If all bonds were valued at market prices over $1,000,000 would be added to Surplus Funds. 


NORTHWESTERN NATIONAL 


STRONG . 0. J. ARNOLD, President 


LIFE INSURANCE COMPANY 


Minneapolis, Minnesota LIBERAL 











INSURANCE IN FORCE $427,027,602— 
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THE #1000 
BUYER 


The Salary Continuance Plan 
Raises the Sights of Lower 
Income Prospects 


By focussing the prospect’s attention on the 
income settlement features of the Salary Continu- 
ance Plan, LNL men many times close sales with- 
out featuring the amount of life insurance involved. 
The appeal of an income for your family if you 
die, or an income for yourself if you live, enables 
LNL men to sell $2,590 of life insurance to pros- 
pects who “couldn’t possibly buy more than $1,000” 
—and this business stays on the books. A complete 
Salary Continuance Plan Sales Kit explains the 


plan. 


THE LINCOLN “@ NATIONAL LIFE 


INSURANCE ~~ COMPANY 


WAYNE, 


FORT IND. 


ITS NAME INDICATES ITS .CHARACTER 





Missouri Insurance 
Superintendent 
Dies Unexpectedly 


Funeral services were held at the 
Sacred Heart Catholic Church in Co- 
lumbus, Mo., Wednesday for George A. 
S. Robertson, Missouri insurance super- 
intendent, who was found dead in his 
home there Monday morning. Death 
was attributed to heart attack. Burial 
took place in Marshall, Mo., his former 
home. He was 44. 

Mr. Robertson's appointment by 
Governor Stark in October, 1937, to suc- 
ceed R. Emmet O’Malley of Kansas 
City caused a split between Stark and 
T. J. Pendergast, Democratic leader of 
Kansas City. 

Mrs. Robertson was taken to a Kan- 
sas City hospital over the past week 
end. She has not yet fully recovered 
from injuries received in an automobile 
accident that occurred in 1937 while she 
was attending the meeting of the Na- 
tional Association of Insurance Commis- 
sioners in New York with her husband. 
She was brought to Columbia in an am- 
bulance to attend the funeral services. 


Former Insurance Agent 


Mr. Robertson had been an insurance 
agent in Marshall prior to his first con- 
nection with the Missouri department as 
chief deputy to Superintendent O’Mal- 
ley during the administration of Gov- 
ernor Park. Prior to O’Malley’s ap- 
pointment Robertson had received some 
political backing fo the post. Governor 
Park compromised by naming O’Malley 
as superintendent and Robertson as 
deputy. 

In September, 1936, O'Malley an- 
nounced that he had dropped Robert- 
son. The latter blamed his dismissal on 
“differences of policy.” 

When Governor Stark was elected to 
office he announced that O”Malley 
would be kept as superintendent on pro- 
bation. This move was intended to 
satisfy Pendergast who had asked that 
O’Malley be reappointed. O’Malley con- 
tinued in office when his four year term 
expired on June 30, 1937. Then in Oc- 
tober of that year Governor Stark an- 
nounced that he had appointed Robert- 
son to succeed O’Malley. 

Following his removal as deputy su- 
perintendent Robertson had been con- 
nected with a bank in Columbia. 

Robertson’s sudden death came on tne 
eve of the convening of the new Mis- 





Malone Is Named 
Successor to Owen 


DETROIT—-Lyman E. Malone, man-_ 
ager of Wilmington, Del., branch Sun' 


Life of Canada, soon will be transferred 
to Detroit to succeed E. W. Owen as 
Detroit branch manager. Mr. Owen will 
retire late in January after having headed 
the branch for 26 years during which he 
saw it grow from $400,000 to a peak of 
$18,000,000 a year. Mr. Malone for sev- 
eral years was agency assistant under 
Mr. Owen. 

Mr. Malone joined the Newark branch 
after world war service and in 1931 was 
transferred to Detroit as agency assist- 
ant. There he was a founder and presi- 
dent Detroit Life Supervisors’ Associa- 
tion. In 1934 he was appointed Toledo 
‘branch manager. When this branch was 
merged with Cleveland he became agency 
assistant. Some two years ago was ap- 
pointed manager for a section of Dela- 
ware and central Pennsylvania. 








souri assembly and definitely ended re- 
ported plans of the Pendergast faction 
to attempt to block Robertson’s con- 
firmation by the senate. 

It also terminated any plans that At- 
torney-general McKittrick may nave 
had to make political capital of the suit 
filed by counsel for Robertson some 
weeks ago seeking advice as to how he 
should proceed in returning to policy- 
holders excess premiums impounded by 
the Cole county circuit court in the 
1624 percent fire rate litigation. 





Expect Ohio Appointment Soon 


With convening of the Ohio legisla- 
ture this week and inauguration of Gov- 
ernor-elect Bricker next week the mat- 
ter of appointing an insurance superin- 
tendent is coming to a head. More than 
12 names have been suggested. He is 
said to have made a selection and it is 
reported the man is not from northern 
Ohio. All members of the cabinet have 
been selected except director of health. 
C. H. Jones, Jackson, former member 
Ohio house and for several years assist- 
ant attorny-general is the new director 
of commerce with supervision over the 
insurance division. 





Progressive Life Agents Meet 


ROGERS, ARK.— The annual con- 
vention of the Progressive Life of this 
city was held here. 














OPENING GUN OF THE YEAR 








M. J. 


CLEARY 





GRANT HILL 


_ _The Northwestern Mutual as usual started the new year with a big meeting 
in New York City. Two of the chief speakers were President M. J. Cleary and 


Superintendent of Agents Grant Hill. 


see. 





ce teases See 


a eS ee een 


- we bee bee ee ee ee ee bk 


- ar foe fan nA =e of at 


See Se) 6S le 


1939 








n 


man-_ 
Sun' 


erred 
en as 
1 will 
eaded 
ch he 
ak of 
- Sev- 
under 


ranch 
l was 
ssist- 





sting 
and 





January. 6, 1939 


LIFE INSURANCE EDITION 


7 











Resigns to Become a 
Daily Paper Publisher 








CLARENCE E. LINZ, Dallas 


Clarence E. Linz, vice-president South- 
land Life of Dallas, has resigned to be- 
come publisher and president of the Dal- 
las “Dispatch-Journal,” an afternoon and 
evening daily. He was chosen vice- 
president and treasurer of the Southland 
Life in 1915 and later was made first 
vice-president. He had charge of its 
radio station. 








Administrators 
Making New Law 


Declaring that administrative bodies 
are providing the new law of the coun- 
try consisting of a series of rules and 
orders, Roy L. Davis, assistant director 
of the Illinois insurance department, ad- 
dressed the Insurance Club of Chicago 
at its regular monthly meeting this 
week. The subject of Mr. Davis’ talk 
was “Let’s Look at the Record,” which 
was devoted chiefly to a review of the 
work of the state department since Di- 
rector Palmer assumed charge six years 
ago. 

One of the biggest contributions in 
recent years, Mr. Davis said, was the 
passage of the Illinois insurance code. 
However, he emphasized that no act, 
order or rule of the Illinois department 
is final. They are all subject to review 
by the courts. 

The Insurance Club will select its 
1939 officers at the February meeting of 
the organization. A nominating com- 
mittee composed of Gerard Urbanus, 
Hanover Fire, chairman; William Gil- 
lespie, Mutual Trust Life; R. L. Baehr, 
Jr., Springfield F. & M.; George Bailie, 
Moore, Case, Lyman & Hubbard, and 
Francis Sepp, H. Dalmar & Co., will 
present two slates of candidates to be 
considered by the membership. 

R. E. Baker, Hartford Accident, first 
vice-president of the club, presided in 
the absence of Wilton F. Kuffel, Phoe- 
nix of Hartford, who is president of the 
group. 


Albachten Agency Holds 


Annual Convention 


DETROIT — Of the 14 agents under 
contract in the E. W. Albachten general 
agency Pacific Mutual Life, eight made 
more money in 1938 than in 1937, Mr. 
Albachten reported at the agency’s an- 
nual convention. December was the 
largest month. In all departments the 
agency paid for 14 percent more pre- 
miums. Agents under contract two 
years or less produced 50 percent of the 
volume. Six qualified for the Big Tree 
Club. Leaders were N. A. Herberts, 
A. W. Saunders and Mary O. Steele. 

In the afternoon sales session, Mr. 








Saunders talked on “Self Organization,” 
Mr. Albachten on “Summarizing 1938 
and A Glimpse of 1939,” N. A. Herberts 
on “Making Your Selling Profits Easy.” 
A question-and-answer session brought: 
discussion of 19 underwriting problems. 
At a dinner, interagency contest prizes 
were awarded, A. W. Saunders, Detroit; 
D. B. Conley, Saginaw, and G. H. Mc- 
Geehen, Detroit, being winners. 





Jurgensen Conviction Affirmed 
LINCOLN, NEB. — The supreme 


court has affirmed the conviction of W. 
H. Jurgensen, former lieutenant gov- 
ernor and also former president of the 
Western Union Life, on a charge of em- 





bezzling money of an investor client. 
The decision was unanimous. Jurgensen 
was sentenced to from two to five years 
in state prison. 





Schnell Agency Conclave 

Several home office executives, headed 
by A. E. Patterson, vice-president in 
charge of agencies, will attend the an- 
nual convention of the F. A. Schnell 
general agency of the Penn Mutual in 
Peoria, Ill., to be held in Chicago, Jan. 
7. Others are W. J. Nenner, assistant 
to the agency vice-president: E. Paul 
Huttinger, agency secretary. C. B. 
Stumes, of Stumes & Loeb, general 
agents in Chicago, president Chicago 


Association of Life Underwriters, also 
will be on the program. Wayne S. 
Porter, assistant general agent, Cham- 
paign, Ill, and James W. Lantz, Jr., 
Shelbyville, also will speak. Mr. Schnell 
will preside. There will be morning 
and afternoon sessions on sales methods, 
and luncheon and dinner. 





Dorman Made Supervisor 


Frank Dorman, with the Indianapolis 
Life as a producer since 1930, has been 
appointed a field supervisor at the home 
office. He has had an increase in busi- 
ness each year since he has been with 
the company, 1938 being his best year 
and he stands high among leaders. 
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A John Hancock advertisement 
promoting the readjustment 
income plan. 


‘ae WILL ALWAYS BE TIME 


FOR PLAY 


— winter or summer — for the youngsters whose 


fathers own readjustment income insurance in 


the John Hancock. 


This attractive plan for assuring playdays to chil- 


dren is now being brought to the attention of fathers 


throughout the nation by the company’s current adver- 


tising in leading magazines. 


And our representatives have all the tools needed 


for a comprehensive presentation of its appealing fea- 


tures ... that’s another reason why the readjustment 


income plan is a best seller for them. 
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NEWS ABOUT 


LIFE POLICIES 


By JOHN H. RADER 
New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual- 


Digest” and “Little Gem.” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





New England Mutual's New 
Limits Are Announced 


BOSTON—New total insurance lim- 
its for standard risks in the New Eng- 
land Mutual Life are: 


Table A—Total Insurance 


Old Retention 

New Limits Limits 
Ages Male Female Male Female 
10 to 12...$10,000 $10,000 $10,000 $10,000 
18 to 14... 15,000 16,000 10,000 10,000 
15:......+. 25,000 25,000 25,000 25,000 
16 to 17... 35,000 35,000 25,000 25,000 
18 to 19 50,000 50,000 50,000 25,000 
| eo 75,000 50,000 50,000 25,000 
50,000- 
21 to 29...100,000 75,000 100,000 75,00 
30 to 50...100,000 100,000 100,000 75,000 
51 to 55... 75,000 75,000 75,000 50,000 
56 to 60... 50,000 50,000 50,000 50,000 
61 to 65... 25,000 25,000 25,000 25,000 
Investment policies are limited to 
smaller amounts. Limit for renewable 


term is $50,000. 

Until further notice annual premium 
life and endowment policies will be lim- 
ited to either $25,000 for five to nine pre- 
mium contracts, or $50,000 for ten pre- 
mium contracts. 





No Change for Capitol Life 


Through a misunderstanding, THe Na- 
TIONAL UNDERWRITER of Dec. 16 pub- 
lished an article indicating that Capitol 
Life of Denver contemplated making 
rate changes and revision of settlement 
options in February of 1939. As a mat- 
ter of fact, Capito! Life intends to make 
no change at that time. Several changes 
were placed in effect February of 1938. 


Confederation Life Makes 
Dividend Increase 


Confederation Life of Toronto in- 
creased dividends 1 to 10 percent over 
1938. Dividends at sample ages on the 
1939 basis are: 


Life at 85 20 Payment Life 
35 25 5 45 


Age 25 45 3 
1 $0.77 $1.01 $1.42 $0.83 $1.07 $1.48 
2 1.10 1.54 2.21 1.385 1.80 2.46 
o 1.18 1.70 2.44 1.49 2.03 2.75 
4 1.26 1.87 2.66 1.64 27 3.04 
5 1.35 2.04 2.88 1.80 2.51 3.33 
6 1.47 2.22 3.11 2.00 2.77 3.63 
<4 1.60 2.39 3.34 2.19 3.02 3.94 
8 1.74 2.57 3.57 2.40 3.28 4.25 
9 1.87 2.75 3.80 2.63 3.55 4.56 
10 2.01 2.93 4.038 2.85 3.82 4.89 
a2 2.16 3.12 4.26 $08 4.11 5.22 
12 2.81 3.31 4.51 3.81 4.40 5.56 
13 2.45 3.51 4.74 3.56 4.69 5.90 
14 2.61 3.69 4.97 3.81 4.99 6.26 
15 2.77 3.89 5.21 4.07 5.80 6.62 
16 2.92 4.09 5.44 4.33 5.62 7.00 
17 3.09 4.29 5.67 4.60 5.95 7.38 
18 3.25 4.49 5.90 4.89 6.29 17.78 
19 3.42 4.69 6.14 5.18 6.64 8.18 
20 3.58 4.90 636 5.47 7.00 8.62 





Defers Rate. Option Changes 


‘Columbian National Life announces a 
postponement of its rate and option 
changes. The company had originally 
planned to make its changes effective as 
of Jan. 2, but found it impossible to do 
so. 

Changes Policy Loan Rate 

The Pacific Mutual directors adopted 
a resolution providing that life policies 
issued after Jan. 1 will carry interest rate 
of 5 percent on policy loans, with inter- 
est payable at the end of policy year. 
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The company is not waiting until poli- 
cies are reprinted before putting into ef- 
fect the new rate, but is endorsing the 
old form to show the change. 


Bankers Life of Ia. 
Dividend Reduction 


Bankers Life of Iowa put in effect a 
dividend schedule reduced about 8 per- 
cent from the 1938 scale. Settlement 
options were modified to guarantee 2% 
percent interest on trust funds and 
bring continuous installment option in 
line with new annuity rates. Retirement 
contracts are revised, both with and 
without insurance. 

New policy contracts provide for sur- 
render charge starting at $15 per $1,0000 
fo third year, reducing $1 a year to the 
12th, and then $2 a year to the 14th. 
This gives surrender values up to the 
15th year for all forms. 

Interest on loans and -einstatements 
now is 5 percent in new issue policies. 
Automatic premium loan provision was 
eliminated. There is no aviation re- 
striction during first two years. Inter- 
est on dividend accumulations and pol- 
icy proceeds is 3.75 percent. 

Illustrative rates and values are: 

Monthly Ince. 





Cash per $1,000 
Value Cash Value 
Ine. per $100 Attain. 

at65 Endof Ann. Age’ Life 

Age Prem. Year Prem. fs . Ann. 
10 $ 19.94 1 $ 54.59 50 55 $4.91 
15 22.55 2 148.92 51 56 5.01 
16 23.15 3 246.08 52 57 5.12 
17 23.78 4 346.16 53 58 5.24 
18 24.45 5 449.24 54 59 5.37 
19 25.15 6 555.41 55 60 5.50 
20 25.89 7 664.77 56 61 5.63 
21 26.67 8 777.41 57 62 5.78 
22 27.49 9 893.43 58 63 5.93 
23 28.36 10 1,012.93 59 64 6.09 
24 29.27 11 1,138.59 60 65 6.26 
25 30.24 12 ,268.02 61 66 6.44 
26 31.27 13 1,401.33 62 67 6.63 
27 32.36 14 1,538.64 63 68 6.83 
28 33.52 15 1,680.07 64 69 7.05 


29 34.75 16 1,825.74 65 70 7.27 
0 36.06 17 1,975.78 66 71 7.51 
31 37.45 18 = =2,130.32 67 72 7.76 
32 38.94 19 2,289.50 68 73 8.03 
33 40.52 20 2,453.46 69 74 8.32 
34 42.23 21 2,622.83 70 75 8.62 
35 44.05 22 2,796.27 10 Yrs. Cert. 
36 46.01 28 2,975.43 
37 48.12 24 3,159.96 50 55 4.79 
38 50.40 25 3,350.03 51 56 4.88 
39 52.85 26 3,645.80 52 57 4.97 
40 55.52 27 3,747.44 58 58 5.07 
41 58.42 28 3,985.13 54 59 5.18 
42 61.57 29 4,169.05 55 60 5.28 
43 65.04 30 4,889.30 56 61 5.39 
44 68.83 31 4,616.84 57 62 5.51 
45 73.01 382 4,850.10 58 63 5.63 
46 77.63 33 5,090.87 59 64 5.75 
47 83.78 84 5,888.87 60 65 5.88 
48 88.56 35 5,694.81 61 66 6.01 
49 95.04 40 6,991.14 62 67 6.14 
50 103.86 8 45 ,610.44 62 68 6.28 
51 EDT) | econ 64 69 6.42 
52 120.37 50 10,487.66 66 70 6.57 
53 | eee 66 71 6.71 
54 144.80 55 12,668.88 67 72 6.86 
55 BRIO os) seecetea 68 73 7.02 
she 60 15,186.72 69 74 7.17 
yopune 70 75 7.32 


Single Premium Immediate Annuities 
Income Snes Pe $1,000 
R 


Age Life Annuity ef. Annuity 
M F. Ann. Mo. Ann. Mo. 
$5 40 $39.21 $ 3.21 $37.29 $3.05 
40 46 42.48 3.46 39.68 3.24 
45 50 46.47 3.79 42.53 3.47 
50 55 51.61 4.19 45.96 3.74 
55 60 58.32 4.72 50.10 4.07 
60 65 66.87 §.39 55.13 4.47 
65 70 78.35 6.29 61.27 4.95 
70 75 93.8 7.47 68.81 5.53 
75 80 115.20 9.08 78.11 6.24 
80 85 145.20 11.29 89.59 teak 





Manhattan Life Makes 
Juvenile Changes 


The Manhattan Life announced 
change in juvenile policies. There are 
now five forms: Plan A, endowments 
with graded death benefits reaching ul- 
timate amount of $1,000 at age 5. (Is- 
sued in all states except New York and 
New Jersey); B, endowments with 
graded death benefits reaching ultimate 
amount of $1,000 at age 10 (limited to 
New Jersey); C, endowments with 
graded death benefits reaching $400 at 
age 4, and remaining constant until age 
10 when ultimate amount of $1,000 be- 
comes effective (limited to New York); 
D, endowments with return of premium 
only in event of death prior to age 10 





(issued in all states in which the com- 
pany is licensed); E, educational an- 
nuity, death benefit within first nine 
years is return of premiums computed 
on an annual basis; thereafter cash 
value. 

Maximum amount on Plans B and C 
is $1,000; Plans A and D will be issued 
for minimum amounts $1,000 and maxi- 
mum $5,000—but any other insurance on 
the same life under one of the other 
plans (juvenile educational annuity ex- 
cluded) will be counted towards the 
limit. 

In New York a policy of $1,000 ulti- 
mate amount may be issued on Plan 
C, and in New Jersey a policy of $1,000 
ultimate amount may be issued on Plan 
B. Plans D and E however will be is- 
sued to the same maximum amounts and 
subject to same restrictions as in other 
states. In Colorado maximum total ul- 
timate amount issued under Plan A is: 
Age 0, none issued; 1 to 5, $2,500; 6, 
$3,000; 7, $3,500; 8, $4,000; 9, $4,500. 

Graded death benefits under Plans A, 
B, Cand D’ are: 


(A) (B) (C) (D) 
All States 
Exc.N.Y. N.J. N.Y All 
Age &N.J. only only States 
0 100 50 50 Return 
1 200 100 100 of 
2 400 200 200 Prem 
3 600 300 300 to 
4 800 400 400 age 10 
5 1000 500 400 thereafter 
6 1000 600 400 
ij 1000 700 400 
8 1000 800 400 
9 1000 900 400 
10 or 
over 1,000 1,006 1,000 





Equitable Society Shows 
Annuity Dividends 


Equitable Society, which recently an- 
nounced change in basis of calculating 
dividends for single premiume immedi- 
ate annuities, increasing dividends as the 
contract grows older, has made public 

(CONTINUED ON PAGE 22) 





A. G. Beeker 
« Co. ESTABLISHED 1893 





A complete investment ser- 
vice, offering municipal and 
corporate bonds, short term 
notes, commercial paper, in- 
vestment preferred and com- 
mon stocks. Quotations, trad- 
ing suggestions and informa- 
tion about securities gladly 
furnished without obligation. 





100 So. La Salle Street, Chicago 
New York and Other Cities 


|CHASE CONOVER & CO. 


Auditors & Accountants 


135 So. La Salle Street 
cago 
Telephone Franklin 3868 
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MARK LIPMAN SERVICE 
Special Claim Investigations 
LIFE-HEALTH-ACCIDENT 


Rector Building 
Little Rock, Arkansas 
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College Men Not 
“Duped” Into Taking 
Jobs As Agents 


Joseph M. Chase is the author of an 
article “Insurance Racket?” in “North- 
western Commerce,” the publication of 
the Chicago campus of Northwestern 
University. Mr. Chase interviewed a 
number of insurance selling representa- 
tives in Chicago to determine whether 
young college graduates are “duped into 
taking selling positions with insurance 
agencies.” In an editorial foreword, the 
statement is made that the belief exists 
that these recruits after a short train- 
ing period during which they receive a 
small salary are put on a straight com- 
mission basis and turned loose. 

“Most of them survive for a while 
from sales to their relatives and friends,” 
the publisher states in summarizing 
what the common theory is.” When 
this immediate market is exhausted, 
they grow discouraged and quit, to be 
replaced by new men with untapped 
circles of relatives and friends. Theo- 
retically, the agency prospers from a 
never-ending stream of sales.” 


Four Are Interviewed 


Those interviewed by Mr. Chase are 
Paul Ries, Jr., Fidelity Mutual Life; D. 
M. Phipps, supervisor Northwestern 
Mutual Life; Donald A. Nash, Fridelity 
Mutual, and R. E. Hanley, Equitable 
Society. Mr. Chase drew no conclusions 
but merely quoted the responses of these 
men. 

Those interviewed deplored the turn- 
over in the field but denied emphatically 
that the employment situation consti- 
tutes a “racket.” They observed that 
the man who fails is a costly investment 
to the general agent and company. Any- 
one entering the life insurance business 
can learn very easily about its vicissi- 
tudes, Mr. Nash observed. 

Mr. Hanley, who was formerly foot- 
ball coach at Northwestern University, 
drew an analogy. “We can’t all be 
half-backs,” he stated, “but we can be 
happy and contented in the knowledge 
that we are a part of a winning scheme. 

“General agents are just coaches. If 
they are good, they know early in the 
season when a candidate has promise and 
they do not let a man who will never 
have a chance to play waste his time. 
If they make too many mistakes they 
do not continue to coach for long.” 


Federal Investigation Proper, 
Says Superintendent Pink 


Insurance Superintendent Pink of 
New York has issued a New Year’s 
statement to the effect that the investi- 
gation of insurance company practices 
by the SEC in connection with the federal 
anti-monopoly investigation is a proper 
undertaking and insurance people should 
not look upon the inquiry as hostile. 

“The business should not be too 
touchy about a little criticism,” he de- 
clared. “The State of New York and 
the National Association of Insurance 
Commissioners have offered to cooperate 
with the Washington authorities in 
every way possible.” 

Mr. Pink voiced the opinion that an 
impartial study from a fresh perspective 
may contribute much to the welfare of 
the business. 

The fact that the federal authorities 
are looking into insurance is not an in- 
dication that there is something wrong, 
according to Mr. Pink. Insurance is so 
important in the economic life of the 
country that any inquiry into investment 
practices necessarily must include insur- 
ance, 

Mr. Pink said the fact that so large 
a portion of the national wealth is in the 
hands of those who have nothing per- 
sonal or selfish to gain is fortunate. 








C. M. Thempson, cashier of the John 
A. Ramsay agency of the Connecticut 
Mutual Life in Newark, has rounded out 

years’ 
company. 


continuous service with the 


RECORDS 





Mutual Benefit’s Big Month 


The Mutual Benefit Life, rolling up 
its best December volume since 1927, 
paid for more than $25,500,000. While 
production records are not complete, it 
is evident 1938 production will exceed 
that of any year since 1934 and a gain 
in insurance in force is assured. 

DeLong agency, New York City, 
paid for $3,729,564 in December. 

Other agencies paying for more than 
$1,000,000 were: Hamlin, Buffalo; Cook, 
Chicago; Drewry, Cincinnati; Johnson 
& Clark, Detroit; Murrell Bros., Los 
Angeles; Day, Newark. 

Connecticut Mutual Life—Closed 1938 
with largest volume of production since 
1932. Paid sales $100,102,875, increase 
4.8 percent over 1937 figure of $95,561,- 
015 and 13 percent over 1936. Paid sales 
for December $14,880,865, increase 84.2 
percent over same month of 1937. 


Connecticut General— With  three- 
fourths of the agencies exceeding their 
quotas, Connecticut General’s six weeks 
fall campaign closed with sales 60 per- 
cent above the objective that was set. 

The campaign took the form of a 
mountain climbing contest in which six 
clubs, each composed of a group of 
agencies, endeavored to honor their spon- 
sor, an official of the company. Each 
club passed its club quota, that spon- 
sored by Actuary E. C. Henderson win- 
ning. The Des Moines agency had 358 
percent of quota; Newark, 305. 


Business Mens Assurance—The best 
month in paid business in its history 
was November in honor of President W. 
T. Grant’s birthday. First year pre- 
miums were approximately $180,332, an 
increase of 16 percent. With 3,500,000 
millions of paid life the life quota was 
exceeded by 42 percent. 

California set a new record for branch 
office production with $30,000 in paid 
premiums, and Texas, Colorado, Ken- 
tucky, Ohio, ,.Kansas, Tennessee and 
Iowa set new records. 

B. V. Wyngarden of Los Angeles 
was high man with over $6,000 in pre- 
miums. 

The one day drive on Nov. 30 which 
culminated the campaign set a new all 
time record for paid production with 704 
applications and about $40,000 in pre- 
miums. Life volume was $1,250,000, a 
new high for one day. 

Columbia National Life—December 
was a most successful month, both life 
and accident departments showing sub- 
stantial increases. 


Scranton Life—December production 
on a paid basis exceeded that of De- 
cember, 1937, by 28 percent. 

Bankers National, N. J.—November 
showed the largest paid new business in 
history with an increase of 57 percent. 
An increase of 7 percent is shown in 
new paid business for the 11 months. 
Leading agencies are Irving Victoroff, 
Jersey City, N. J.; Abraham Goldstein, 
Hartford, Conn., and H. J. Baker, Bos- 
ton. Mr. Baker has just about com- 
pleted his $1,000,000 personal production 
for 1938 duplicating his 1937 production. 

National Life, Vt—November paid 
new business increased 20.35 percent. 
Production for the first 11 months ex- 
ceeds 94 percent of that for the same 
period in 1937 and December business 
is unusually brisk. There is belief that 
the 1937 record will be equalled or bet- 
tered. Insurance in force .has shown 
a steady gain up to Dec. 1. 

United Life & Accident—21 percent 
gain in paid for business for November. 
Gain of 9 percent for the year. 

Ohio State Life—The Pittsburgh 
agency won the president’s silver 
trophy in a campaign honoring Presi- 
dent Claris Adams, the trophy to be pre- 
sented at a meeting early in January, 
to be attended by President Adams, Dr. 
C. E. Schilling, vice-president and 
medical director; Frank L. Barnes, 





agency vice-president, and others. Other 


winners included Akron, Chicago-Law, 
Los Angeles, and Mansfield agencies. 
Alfred Guay, Los Angeles general agent, 
was leader among individual producers, 
followed by A. E. D’Emilio, Pittsburgh; 
C. Warley, Akron; James C. McFar- 
land, Cincinnati, and R. W. Law, Chi- 
cago. 

J. C. Clapp, manager Des Moines or- 
dinary agent Prudential reported a 25 
percent increase in paid business in 1938. 
Production exceeded allotment 6 per- 
cent. 


R. G. MeBride, Des Moines, district 
manager National Life of Vermont—Per- 
sonal production $417,000 on 32 indi- 
viduals in last 60 days. 

E. W. Owen, Detroit, Sun Life of Can- 
ada—Paid for $5,729,647 of new business 
including group and annuities in 1938. 
Production leaders were H. W. Tryloff, 
Mt. Clemens; F. J. McCarthy and S. J. 
Curtis of Detroit. 

Fred Applequist, Des Moines general 
agent Union Central, reported 56 per- 
cent increase in paid business in 1938. 
Average policy increased from $4,500 in 





1937 to $5,917. Leading agents in the 
60 central Iowa counties were George 
Pflanz, Jr., and W. A. Reimers, both of 
Des Moines, and R. E. Bonsum, Marshall- 
town. 

John W. Yates, Massachusetts Mutual 
Life, Los Angeles—Passed the $1,000,000 
mark in new business for November. 





New York Department Dinner 


Present and former staff members of 
the New York department will hold 
their tenth annual dinner here Jan. 5. 
In addition to Superintendent Pink, 
former Superintendents Hotchkiss, Phil- 
lips, Stoddard, Beha, Conway and Van 
Schaick are expected to attend. J. J. 
Hoey, formerly deputy superintendent, 
now collector of the port, will be toast- 
master. 





E. W. Wade of San Antonio, Tex., 
southwest Texas field supervisor Pan- 
American Life, was married to Mrs. 
Mabel Marr. They are honeymooning 
at Miami and other points in Florida. 
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Partner of 40 Years Gives Tribute 
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men in his organization to a point where 
I felt a sense of rebellion. Yet, after that 
occurred, if any other person had at- 
tempted to criticise the very man he had 
pilloried he would become outraged and 
Lomnediately take up the cause with a 
great vehemence. 

I want to mention now a situation that 
I think can not be duplicated, at least 
in the insurance publishing business. I 
have never been a salesman. Mr. Wohl- 
gemuth recognized that. He knew that 
I would be a failure along production 
lines. In fact, he did not want me to 
dip into the business department of the 
company to any great extent. He had 
me associated with him as the editorial 
director. During all these 40 years when 
Mr. Wohlgemuth could have com- 
manded at any time he never told me 
that I must do this or that I must not 
do that. He left everything to my own 
judgment. 


Placed Responsibility on the Editor 


Not very many years ago he wrote 
an article which I felt was indiscreet 
because he did not have the complete 
picture. However, as he had taken 
much time on this contribution I de- 
cided to print it because I concluded he 
might feel hurt if I did not. As I 
feared, there was quite a severe criti- 
cism on the part of the officials of the 
company concerning which he had made 
some observations. I spoke to him 
later about it and this was his reply: 

“You cannot hold me responsible for 
the criticism that we have drawn from 
this company. It was your business to 
decide whether my stuft should be run 
or not. You should have had sufficient 
sagacity and insight to have thrown it 
away if you felt that it was injudicious 
or inaccurate.” 

E. J. never at any time sought to 
glorify himself or have the spotlight 
thrown on him. He opposed a one- 
man organization. He did not desire to 
have any special individual sought out 
for special commendation. He built an 
organization of men and not of a man. 
He was always eager for those down 
the line to share in any deserved credit. 
While he was the leader of our orches- 
tra, so to speak, he was never a show- 
man. He was eager to build an orches- 
tra that played always in harmony. On 
it he desired praise to go, not to the 
man who wielded the baton. It is true 
kis organization has soloists but their 
importance rests in their ability to 
merge their talents with others. He 
realized a one-man organization falls or 
depreciates when he steps off the stage. 
That he sought to avoid. 


Drew Heavily- on His Reserve 


Those who never called upon E. J. 
at Cincinnati or who did not see him 
actually at work in his office could not 
have any real understanding of his op- 
erating methods which were, to say the 
least, most unusual. He could not work 
in a calm, deliberate way. He was 
tense in everything that he did. He 
plunged into a task with almost a 
ferocity. He burned gallons and gal- 
lons of gas, so to speak. He literally 
burned himself out. In this way his 
reserve was impaired. Frequently I saw 
him when he would be on some task and 
would be compelled to lay off for a few 
days in order to rest and restore his 
energy. 

Although he was the president of the 
company and responsible for each one 
of its business enterprises, when he was 
promoting or developing one particu- 
lar publication he had no time or 
thought for any other. He would con- 
centrate himself wholly upon the par- 
ticular thing at hand. He would work 
on it day and night. He would talk 
nothing else even when other subjects 
were introduced by his associates. He 
would go on day after day developing 
additional schemes for the new or ailing 
enterprise. 

He would send out big mail cam- 





‘the earliest men on the staff; 





paigns, and would insist upon the sales 
organization centering their activities 
upon the one thing that was engrossing 
him at the moment. In this way he 
hammered ahead, almost demanding that 
everyone else in the organization go 
along with him until he had put what- 
ever he was working at on its feet. It 
was his terrific driving ahead on one 
ihing at a time that established the 
various publishing activities of THE 
NATIONAL UNDERWRITER. This way of do- 
ing things was sometimes expensive and 
even extravagant, but the outstanding 
thing about it was that it got the re- 
sults. He “put over” whatever he was 
doing through sheer vitality and energy. 
He could be intensely and almost ex- 
clusively interested in putting one of 
cur publications on its feet financially, 
and yet a year later he might have no 
real interest in it at all, simply because 
it had reached the profit making stage 
and he felt that it no longer needed his 
attention. It was left to some one else 
wno was held responsible for it. 


Moved By Associates’ Letters 


It was his wont to be impulsive and 
to sometimes say bitter and unkind 
things that he later regretted. But 
when his health became impaired he 
seemed to be a transformed man. There 
was a mellowness, a kindness, a thought- 
fulness for others that made him be- 
nign. In the later days when he was 
far from his office he had in mind al- 
ways the personnel of his company. The 
greatest comfort that he received during 
his last months were the letters that 
came to him from the men and women 
of THe NATIONAL UNDERWRITER family. 
He became very sentimental, his whole 
heart was with the organization, and he 
seemed intent on its continuity. 

Realizing that he might not get back 
into the harness, he arranged for the 
trusteeship of his share in the ‘owner- 





ship which insures the stability and con- 
tinuity of the company that he built. 
There will be no foreign element in- 
jected into it. In fact, during the later 
years of his life, Mr. Wohigemuth 
spent hours attempting to devise some 
method whereby THE NATIONAL’ UNDER- 
WRITER COMPANY could carry out the 
policies he had inaugurated and which 
would insure the permanence so far as 
positions were concerned, of the people 
connected with it. 


Profit Sharing Plan 


One of the features in THE NATIONAL 
UNDERWRIIER organization of which Mr. 
Wohlgemuth was especially proud was 
the profit sharing plan that he inaugu- 
rated some years ago. This not only 
applies to the key men in the organiza- 
tion but to every employe. That is, 
there is no participation on the part of 
stockholders unless those men in key 
positions who have been with the com- 
pany a certain number of years, partici- 
pate. Those who are not in this bonus 
sharing plan are given a week’s wages 
when bonuses are distributed. In con- 
nection with building a substantial or- 
ganization E. J. inaugurated a reserve 
system whereby THE NATIONAL UNDER- 
WRITER is fortified by substantial fi- 
nancial ballast, or an investment fund 
which insures its stability and inspires 
the confidence of its employes. 

So that in the final estimate cf Mr. 
Wohlgemuth with all of his strange and 
indefinable opposites, there is no one in 
his particular field that has been so 
great a constructive builder of men, of 
material, of publications or of services. 
Almost all of us who are with THE 
NATIONAL UNDERWRITER now owe our 
position to E. J. Had he been a highly 
dominating force and tried to run a one 
man institution, none of us would have 
developed very far. As it is, we have all 
been placed on our own mettle and have 
worked out our own salvation. That his 
death causes no particular jar to the or- 
ganization is due to the fact that he 
builded with a sagacity and foresight 
that gives the company itself solid foun- 
dations, not built on any one man. 





National Underwriter President Dies 
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Wohlgemuth went to Cincinnati to es- 
tablish the old “Ohio Underwriter” he 
met Mr. Shuff, who was then starting 
his career as an agent of the Union Cen- 
tral Life. The two were close associates 
and Mr. Shuff interested himself in Mr. 
Wohlgemuth’s enterprise. They helped 
one another in many ways. During Mr. 
Wohlgemuth’s long illness Mr. Shuff 
wrote him a letter once a week. 

Among those who came under the 
aegis of THE NATIONAL UNDERWRITER 
who came in contact with Mr. Wohlge- 
muth, and who later became prominent 
outside the organization are W. S. Craw- 
ford, insurance editor of the New York 
“Journal of Commerce,” who was one of 
i the late 
George H. Robinson, a local agent at 
Canton, O., who was employed as busi- 
ness getter by Mr. Wohlgemuth eventu- 
ally becoming eastern manager of the 
“Insurance Field’; the late Chauncey 
S. S. Miller, who at his death was pub- 
licity and advertising 7 of the 
North British & Mercantile; C. W. Van 
Beynum, advertising and publicity direc- 
tor of the Travelers; Frank W. Pennell, 
who recently retired as New York City 
general agent of the State Mutual Life; 
Charles F. Howell, editor “Weekly Un- 
derwriter”; R. C. Budlong, advertising 
department Globe Indemnity, and G. W. 
Wadsworth, publisher of the “American 
Insurance Digest.” Mr. Wadsworth 
was employed as an office boy by Mr. 
Crawford at Cincinnati and largely de- 
veloped under Mr. Wohlgemuth’s tute- 
lage. 


Resided in Cincinnati Since ’97 


Mr. Wohlgemuth had been a resident 
in Cincinnati since February, 1897, when 
he founded a semi-monthly insurance 
paper called “Ohio Underwriter,” devot- 





ing its service chiefly to Ohio and some- 
what later to Michigan and West Vir- 
ginia. Mr. Wohlgemuth prior to that 
had been located in Louisville where he 
was assistant editor of the “Insurance 
Herald,” having gone there the latter 
part of 1895. The late Young E. Allison 
was editor of this publication and it was 
under his influence that Mr. Wohlge- 
muth got his most substantial and far 
reaching training as a trade publication 
publisher. Mr. Allison remained his in- 
spiration, example and almost his idol 
during his entire life. 

Mr. Allison was unusual in his mental 
traits and accomplishments. He was a 
gifted writer, a poet, musical composer 
and had far flung interests. He was a 
man of exceptionally high ideals so far 
as his business policy was concerned. 
Therefore, when Mr. Wohlgemuth came 
under the spell of this remarkable man 
he adopted his philosophy and standards 
to a large extent. Mr. Wohlgemuth in 
later years prepared treatises dealing 
with Mr. Allison and his activities. 


Was Native of Detroit 


Mr. Wohlgemuth was born in Detroit, 
Sept. 26, 1875, but grew up on a farm. 
When he was 15 his family moved back 
to Detroit. He got a job in the shop 
that printed the “Indicator,” the insur- 
ance journal. Frank H. Leavenworth, 
the publisher, hired him away from the 
printers. The youthful journalist in time 
thought he saw an opportunity to im- 
prove the paper and secured permission 
to secure local news items. After a 
time he set up as an independent cor- 
respondent for insurance journals, stich 
as the “Spectator,” “Standard,” “Rough 
Notes,” “Insurance Herald,” “Argus” 
and the ‘Chicago ‘ ‘Inter-Ocean” daily in- 
surance column, and he also brought 





out the Michigan Insurance. Directory, 
one of the first in the country outside of 
New England. It proved successful and 
he branched out into Ohio. “At Spring- 
field he met the late George B. Carter, 
a representative of the. old “Insurance 
Herald,” of Louisville, who was com- 
piling an Ohio directory for ‘that paper. 
A “merger” was effected,. Mr. Wohlge- 
muth joining the “Herald”. but. retaining 
his ownership of the Michigan: directory, 
which is now published by The: National 
Underwriter Company. 

At that time the west was full of fire 
insurance companies, especially Ohio. 
There were many insurance journals, 
but none in that state, and few of those 
in the field published much.;news or 
other matter of interest to readers or 
had much circulation. Mr. Wohlgemuth 
believed there was an opportunity for a 
journal that would attract readers by its 
service and advertisers by a substantial 
circulation, and. saw that Ohio. offered 
an excellent field on such a: basis. 


Funds Were Meager 


When he arrived in Cincinnati to start 
his paper, his funds were meager but 
his publication was a success from the 
beginning as he concentrated his efforts 
on a comparatively ‘small territory and 
soon had the backing of the insurance 
interests of that section. He opened an 
office, first in the St.. Paul: building, 
having desk room there, and later took 
an office at 415 Vine street, which was 
the old “Aetna Insurance Building.” He 
would go “on the road” selling subscrip- 
tions and advertising | and gathering 
news, mailing his “copy” to the printers. 
Then every two weeks he would run 
into Cincinnati and get out the paper. 
He would work until 10 o’clock at night 
or later and then go over to his post 
office box to see if the mail might not 
contain a subscription order with a $2 
bill for breakfast. 

So successful’ was Mr. Wohlgemuth in 
his publishing venture that in 1899 he 
decided to change the “Ohio Under- 
writer” into a weekly publication and it 
became then,,the “Western Underwriter.” 
He had purchased an insurance monthly 
publication at Chicago called “Black and 
White,” which he merged with the 
“Western Underwriter.” At the time 
that his paper was changed to a weekly 
publication basis he established the main 
editorial office in Chicago. 

As time grew on and the old “West- 
ern Underwriter” opened offices in vari- 
ous cities throughout the country it took 
on a national scope and its name was 
changed to THE NATIONAL UNDERWRITER, 
issuing two papers each week, one de- 
voted to fire and casualty insurance and 
the other to life insurance. In addition 
The National Underwriter Company, of 
which Mr. Wohlgemuth was president, 
started the ‘Casualty Insuror,” the “Ac- 
cident & Health Review,” ‘Fire Protec- 
tion,” the “Insurance Exchange Maga- 
azine” and “Industrial Salesman,” all 
monthly publications. The National 
Underwriter Company has its main 
office at. 420 East Fourth _ street, 
Cincinnati. It also occupies an old resi- 
dence in Arch street and part of another 
residence that it owns, next door ‘to its 
head location on Fourth street. The Na- 
tional Underwriter Company is affiliated 
with the Rough Notes Company of In- 
dianapolis, another extensive insurance 
publishing house, Mr. Wohlgemuth be- 
ing president of that institution as well 
as The National Underwriter Company. 


Instituted Many Services 


Mr. Wohlgemuth instituted many dif- 
ferent services in the way of state in- 
surance directories, educational bulletins, 
books on insurance, insurance supplies, 
statistical and educational helps until the 
publishing concern became the largest 
of its kind in the country. In the Cin- 
cinnati office alone are 80 employes. 

After he had put a solid foundation 
under the new paper, Mr. Wohlgemuth 
started the publication of “Midland” in 
1907, a literary paper devoted to the 
middle west, to which many of the lead- 
ing writers of that section contributed. 
Publication of “Midland” ended jin 1908 
when Mr. Wohlgemuth realized that the 
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time was not ripe for a literary maga- 
zine of that kind. 

Mr. Wohlgemuth became greatly in- 
terested in the insurance and cultural 
development of Cincinnati. He early 
recognized Stephen Collins Foster as a 
great musical genius and devoted much 
time and research to a study of his life, 
particularly to the years which the 
young composer had spent in Cincinnati. 
Foster had come to Cincinnati at the 
age of 20 to work in his brother’s office. 
Although Foster returned to Pittsburgh, 
his native city, in 1849, the three years 
spent in Cincinnati had made a deep and 
lasting impression. In 1928 Mr. Wohl- 
gemuth read a paper, “Within Three 
Chords,” before the Literary Club of 
Cincinnati which described the part Cin- 
cinnati had played in the life of the 
young composer. The paper was pub- 
lished in book form and it was an im- 
portant factor in securing the city’s be- 
lated recognition of a great composer 
whose genius first flowered within its 
borders. Mr. Wohlgemuth served as 
secretary of the Cincinnati Memorial 
Committee of Stephen Collins Foster. 


Good Writer and Salesman 


Mr. Wohlgemuth had a wide acquaint- 
ance among insurance people, he was 
regarded as a man of the highest pro- 
bity, was resourceful in his business 
enterprises and possessed the uncom- 
mon gift of being a good writer and at 
the same time an excellent salesman. 
Many years ago he instituted a profit 
sharing plan in his publishing business. 
He had the ability to select excellent 
men and then he placed great responsi- 
bility on them. He did not try to dom- 
inate his organization. Because of his 
policy he was able to build a very strong 
institution in which a number of people 
are in charge of their departments, hav- 
ing developed under his tutelage. 

In his early career it was necessary 
for him to go to work. He did not fin- 
ish high school. When he had gotten 
his publishing business in good shape 
and it was flourishing he decided to go 
to college. That required great heroism 
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and it was a rather daring venture. 
However, he spent three or four years 
at the University of Michigan and then 
spent a year on the Pacific ‘Coast, with 
a term at Pomona College in California. 
He rounded out his college course and 
returned to business with a new and 
exalted vision. 

In 1911 he married Miss Stella Goss, 
daughter of the late Charles Frederick 
Goss, who was then pastor of Avondale 
Presbyterian Church in Cincinnati and 
the author of several successful books. 
They have one daughter, Betty. 


Had Multiplicity of Interests 


Mr. Wohlgemuth read a great deal 
over a broad field and did not seem to 
miss any of the worth while books. He 
was unusually well informed on eco- 
nomic and political conditions, although 
devoting boundless time and energy to 
his business. He was active in civic and 
educational matters. In 1933 he ran on 
the city charter ticket for the board of 
education, but was not elected. He was 
for several years a member of the board 
of directors of the Alumni Association 
of the University of Michigan. He 
maintained a keen and active interest in 
the university’s affairs. Mr. Wohlge- 
muth was a member of Phi Delta Theta 
fraternity. He was a member of the 
Queen City, University, Cincinnati 
Country, Literary, Commonwealth and 
Writing Clubs, the Cincinnati Chamber 
of Commerce and a director of the 
Southern Ohio Savings Bank & Trust 
Co. He was active in the Avondale 
Presbyterian Church and was a deacon 
for many years. 

Mr. Wohlgemuth was intensely inter- 
ested in people. He liked to read biog- 
raphies. Nothing pleased him more than 
to see a young man develop successfully 
in business. He recognized the value of 
keeping young blood constantly flowing 
into his organization. He regarded loy- 
alty as the first attribute among his busi- 
ness associates. When a person showed 
that he was capable and understood his 
work, Mr. Wohlgemuth believed in giv- 
ing him free rein. He encouraged initi- 
ative and was greatly pleased when an 
idea was brought to him which showed 
sound thinking. 





Orphan Policyholder Survey 
Published By Bureau 


The Sales Research Bureau has sent 
to its members results of a survey on 
the problem’ of orphan business. The 
report “Orphan Policyholders” includes 
data on the extent of such business, 
which is defined as business written by 
an agent not now under contract. 

Based on a sampling of 15,000 cases 
written during the eight-year period 
from 1930 to 1937 and now in force, the 
survey shows that 35 percent of the 
business is already orphaned. Consider- 
ing just the 1930 business, 50 percent is 
now orphaned. Little has been done in 
most companies in developing definite 
programs for having orphan policyhold- 
ers adequately serviced by active agents, 
although it is known that policyholders 
buy larger policies than do new appli- 
cants and that their business has a bet- 
ter-than-average pérsistency. 





Smrha Asks Interpretation 


of Investment Law 


LINCOLN, NEB.—Insurance Direc- 
tor Smrka will ask the new attorney- 
general for an interpretation of the 
statute relating to legal investments for 
domestic companies. There is a section 
providing that companies may own real 
estate for home office building, where it 
has taken it over in payment of a debt 
or has taken title through foreclosure. 
There is, however, a provision that if a 
company acquires title or lien on any 
property or securities in which it may 
not otherwise invest or loan funds upon, 
it shall dispose of the personal property 
within two years and real property 
within five years. Company representa- 
tives argue there is no time limit on sale 
of real estate taken over as permitted, 





but Mr. Smrha says the legislature’s in- 








tent was that all real estate taken over 
must be disposed of within at least 12 
years. 


M. A. Linton Revises His Book 


A revised edition of “Life Insurance 
Speaks for Itself” has been published 
by Harper & Bros. This is the famous 
work that was done by M. A. Linton, 
president Provident Mutual Life, as an 
authoritative manual answering the crit- 
ics of life insurance and correcting many 
popular misconceptions that are current. 
In a year and a half thousands of copies 
of the book have been sold. Recent 
happenings in the business have necessi- 
tated revision of the book. 


Jenkins to Address Club 


MINNEAPOLIS—W. R. Jenkins of 
the sales research department North- 
western National Life, will be speaker at 
meeting of the Insurance Club Jan. 9. 
His topic will be “Big Decisions.” The 
White & Odell agency of Northwestern 








National is sponsoring the program. The 
insurance club is made up of fire, life 
and casualty agents. 





Corley Arkansas Manager 


LITTLE ROCK—T. C. Corley has 
been appointed state manager Occiden- 
tal Life. He first joined the Mutual 
Life here about 30 years ago, later being 
transferred to Indianapolis as cashier. 
He was with the company in New Or- 
leans in 1924, and two years later was 
sent to Los "Angeles. He returned to 
Little Rock in 1928 to enter personal 
production and in his first year won 
place in the $250,000 club. He spent 
five years at Batesville and Fort Smith 
as district manager, then returned here 
as agency superviso Pacific Mutual, 
which position he resigned to accept his 
new post. 





Company reports, policy facts, rates 
and values all covered completely in the 
1939 Unique Manual-Digest, $5. National 
Underwriter. 








LOOKING AHEAD? 


Are you looking ahead—seeing the 
opportunities awaiting you as head 
of your own general agency? Do you 
have the vision, perseverance and 
courage to step into an unusual gen- 
eral agency contract? 


If you have, here is your BIG OP- 
PORTUNITY to become a full fledged 
general agent under direct contract 
with one of the fastest growing, most 
successful life insurance companies 
in the East. 


All we ask is that you show a per- 
sonal paid for production of $100,000 
during the last year; feel that there 


isn't much chance of growing with 
your present company and have 
family responsibilities. 


Here is your chance to secure a 
liberal general agency contract with 
a company that knows how to help 
you build a profitable general agency. 
It's an opportunity to establish your 
own business; develop your own sales 
force; increase your earnings and be- 
come the head of a permanent busi- 
ness in your own community. If you 
are interested, don't delay writing Mr. 
William J. Sieger, Vice-President, for 
the complete details of this excep- 
tional opportunity. 


Right now there are several good openings in Pennsylvania; 


New Jersey; 


Rhode Island; 


Maryland and Delaware. 
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Getting Many Sided Expressions 


THE broad visioned, all-around man 
gains information of all sorts from a va- 
riety of sources. One becomes narrowed 
in his outlook if he is confined to listening 
to one voice and having but one point 
of view. Therefore, we can greatly extend 
our usefulness, can improve our .own 
mental faculties and get a more correct 
slant if we view a subject from all sides. 
What might appear perfectly natural to 
us as we stand in one position would have 
a different aspect if we viewed it from 
another. 

A few days ago the AMERICAN AsSocIA- 
TION Of UNIVERSITY TEACHERS OF INSUR- 
ANCE held its annual meeting. In recent 
years a number of colleges have developed 
worth while insurance courses. Someone 
has had to assume the responsibility of 
building the curriculum and being respon- 
sible for the instruction. These college 
courses have contributed much to the edifi- 
cation of young people who desire to get 


the groundwork of life insurance. More 
attention is given to life insurance than to 
the other classes of the business of in- 
surance. 

We are inclined to look upon college pro- 
fessors as academic and theoretical. Those 
in the business itself on the practical side 
may become “of the earth earthy.” They 
need something of the idealistic touch. 
The teachers on the other hand can learn 
much from those that are tilling the soil. 
The fact that the university teachers invite 
to their platform men of insurance who 
are experts in their particular line and 
also that they allow these same men 
to listen to the discussions from the colle- 
giate point of view is of benefit to all sides. 
Because of these contacts there have been 
modifications in one’s outlook. It is well 
that those in insurance should get the 
academic viewpoint. It is also a benefit 
for the teachers to have a glimpse at the 
actual running machinery. 


Prophets See a Clearer Sky 


Lire insurance men whether in the office 
or field are cheered at the reviews that a 
number of experts have made as to life 
insurance conditions during the year and 
at the same time adding a prophetic touch 
to 1939. The general opinion seems to be 
that while life insurance has had to meet 
many problems and overcome numerous 
obstacles the worst has happened. There 
is a prevalent notion that better days are 
ahead, the skies are clearer and the air 


fresher. The sun is beginning to shine 
again. 

Legal reserve life insurance companies 
have certainly buffeted the waves without 
being more than jarred. If, therefore, they 
are entering a calmer sea and enter in a 
less turbulent voyage it will be an expe- 
rience devoutly to be wished for. Let us 
all hope that these prophets are as wise 
and far-seeing as they peer into future 
days. 


Term Insurance and Term Insurance 


ONE OF THE unfortunate possibilities in 
connection with the shift of reinsur- 
ance arrangements from the coinsurance 
basis to annual renewable term is that 
term insurance enthusiasts will use a 
distorted version of the change as a ba- 
sis for misleading the public into believ- 
ing that because insurance companies 
buy annual renewable term it is there- 
fore a good coverage for the individual 
to buy. On the surface, the reasoning 
is plausible enough: If the companies, 
that presumably know all about life in- 
surance, buy annual renewable term in- 
surance why shouldn’t the individual 
follow the same course? 

The obvious flaw in this reasoning is 
that the individual cannot buy term in- 
surance on the same basis as the com- 
pany and even if he could he would 
have to devote a prohibitive amount 
of time to building up his investment 


fund and in the end have an investment 
lacking the important safety element of 
diversification which characterizes the 
life company’s reserve. 

The reason that a direct writing com- 
pany can buy term insurance on an an- 
nual renewable term basis for the en- 
tire life of even an ordinary life con- 
tract is that there is no danger of ad- 
verse selection against the company 
selling the term insurance, as_ there 
would be if it were dealing with an in- 
dividual. If companies were to issue 
term insurance running say, to age 96, 
the increase in premium would be so 
drastic at the older ages as to shake 
off all except those who felt certain 
they were marked for speedy death. 

When a reinsurer, on the other hand, 
sells annual renewable term insurance 
to a direct writing company, there is no 
chance of this adverse selection, because 





the insured’s investment element is not 
in his own hands but in the hands of 
the ceding company. Then, too, the 
ceding company can be depended on 
to build up the investment element 
exactly as required by the actuarial as- 
sumptions, and the amount at risk is 
gradually cut down so that the premium 
on this remainder is not a prohibitive 
one even at the upper age levels. 

The unfortunate tendency to use in- 


correct interpretations of admitted facts 
is characteristic of many of even the 
best-intentioned apostles of term insur- 
ance. The fallacy of “proving” that 
term insurance is a good thing for the 
individual to buy because ‘ insurance 
companies buy it should be thoroughly 
understood so that it may be effectively 
squelched when term insurance advo- 
cates attempt to play it up, as they un- 
doubtedly will. 


Need for a Constructive Program 


VICE-PRESIDENT D. Gorpon HunrTER of 
PHOENIX MurTuaL Lire in a recent address 
made a plea for men of action, those 
who accomplish things, who have a vis- 
ion of the right kind and who have the 
courage to drive ahead on a construct- 
ive program. He asked “Are we going 
to be leaders or leaners, doers or shirk- 
ers?” Then again he inquired “Are we 
going to be the kind of leaders who 
come with decisions and not for one?” 

Mr. HunTER was making some observa- 
tions on life insurance production and 
those who produce. He summarized the 
main objective that he had in mind as 


“The production of an increasing quan- 
tity of quality business at a constantly 
decreasing cost by a compact group of 
men of whom the great majority are 
successful.” 

Agency leaders these days have real 
problems before them. The solution has 
not yet been found. Be that as it may, 
there is a growing spirit of desiring to 
put the men on the firing line who carry 
the rate book on a more secure and sub- 
stantial basis. Those who are success- 
ful and have the ability to sell and 
maintain themselves need to be pro- 
tected from the mediocre and unfit. 








PERSONAL SIDE 


OF THE BUSINESS 





E. W. Craig, vice-president National 
Life & Accident, and Mrs. Craig staged 
a debut ball at Belle Meade country 
club for their daughter Elizabeth. 





T. J. Farris, special agent General 
American Life, who once won special 
mention in “Believe It Or Not,” Rip- 
ley’s feature, completed his 25th year 
with the company. For nearly 20 years 
he averaged an application each working 
day with Missouri State Life and Gen- 
eral American, its successor. He has 
been a persistent club qualifier and has 
made the President’s Club for three 
years. 


F. F. Talbot, former general agent 
Mutual Life of New York in Portland, 
Me., died at Dalmouth Foreside, Me. He 
retired 15 years ago. 


C. C. Sherrill, Mutual Benefit Life, 
Cincinnati, son of City Manager C. O. 
Sherrill, has been elected a director of 
the junior chamber of commerce. 








Officers and agents of the Reliable 
Life of St. Louis celebrated the 65th 
birthday of the president and founder of 
the company, B. L. Tatman. The agency 
forces came through with a fine record 
of new business as their gift. 





Commissioner Owen B. Hunt of 
Pennsylvania has been on a trip to the 
Pacific Coast. 


An interesting sales record, which 
originally was the result of a cold can- 
vass interview, has been made by Perez 
F. Huff, general agent in Los Angeles 
for Bankers National Life. For many 
years Mr. Huff was insurance counsellor 
for “M. G.” who had been secured by 
a cold canvass interview. This service 





was not only continued on to the sons 
and daughters but to the third genera- 
tion! Four grandchildren have already 
been put on the Bankers National Life 
books on a special juvenile educational 
plan, the application on the fourth 
grandchild being received just recently. 





The Provident Life & Accident held 
its annual Christmas party for the home 
staff and the Chattanooga agencies. 
Robert J. Maclellan, president, delivered 
a welcome address. J. W. Rader was 
master of ceremonies introducing skits 
and a Prof. Quiz program. 


Marshall A. dson, agency 
supervisor Provident Life & Accident, 
Chattanooga, was married to Miss Mary 
Lou Kirk during the holidays. 








Simon M. Sheldon, deputy insurance 
commissioner of New Hampshire, was 
married to Miss Gertrude Gleason of 
Hancock, N. H. 





Theodore H. Tangeman, vice-presi- 
dent and counsel Columbus Mutual Life, 
is very ill at his home in Columbus, O. 
It is planned to take him to Florida as 
soon as he is able to go. 

Mr. Tangeman has been renamed 
chairman of the Federal Home Loan 
Bank in Cincinnati. 


S. H. Marks of the Fowler agency, 
Connecticut Mutual, is one of the con- 
sistent producers in Cincinnati despite 
the fact that he will reach his 80th birth- 
day anniversary in a few days. He is a 
small man and gives the impression of 
being much younger than he is. He is 
on the job every day, hustles about the 
city and wale manages to turn in 





about two applications a week. He has 
been with Connecticut Mutual in Cin- 
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20 years. His father, Henry 
had also been with Connecticut 


cinnati 
Marks, 
Mutual. 





James L. Morgan, former personnel 
director Western & Southern Life for 
Ohio, Kentucky and Indiana, died at 
Florence, Ky. 





While eating dinner in a Minneapolis 
cafe, Lyle A. Curtis, 52, special agent 
Northwestern National Life, was 
stricken with a heart attack and died. 

Home office employes of the Indi- 
anapolis Life gave a surprise birthday 
party for Edward B. Raub, president. 
A. L. Portteus, vice-president, presided. 
Gifts from employes were presented by 
A. H. Kahler, second vice-president. 





Ben Bloch, agent Equitable Life of 
Iowa since 1916, will be recipient of a 
company testimonial dinner in Peoria 
Jan. 13. H. F. Silzer is general agent 
there. Mr. Bloch will have completed 
1,000 consecutitve weeks of production. 





Edson N. Coleman, for 30 years as- 
sociate general agent of the Davenport, 
Ia, agency of the Connecticut Mutual 
Life, died. He was 84. Mr. Coleman 
entered the insurance business in 1902. 
In 1909 he became general agent for the 
Davenport agency and in 1929 he be- 
came associate general agent. 


Edward L. Arthur of Tampa, an in- 
dependent life insurance broker, an- 
nounces that he has qualified again for 
the Million Dollar Round Table. This 
is the fourth consecutive year that he 
has made this record. He states that 
his business was developed from cold 
canvass and referred leads and was all 
on a complete program basis. 





E. E. Kirkpatrick, superintendent of 
agencies for the Ohio National Life, has 
been elected chairman of the Cincin- 
nati sales executive council of the cham- 
ber of commerce. This council is affili- 





ated with the National Federation of 
Sales Executives. Mr. Kirkpatrick is 
also a member of the program and legis- 
lative committees of the national federa- 
tion. 


Harry A. Bryan, 57, auditor of the 
Occidental Life of California at Daven- 
port, Ia., died suddenly at his home. He 
had been in poor health for three years. 








Walter W..Head, president of the 
General American Life has been selected 
as chairman of the executive committee 
for a new non-profit St. Louis grand 
opera association. 


Collin C. Carroll, 44, manager at 


Knoxville, Tenn., for the Sun Life of 
Canada, died. 


STOCKS 














H. W. Cornelius of Bacon, Whipple 
& Co., 135 South La Salle street, Chi- 
cago, gave the following stock quota- 
tions for life companies as of Jan. 3, 
1939: 


Par Div.* Bid Asked 
Aetna Life ..... 10 1.35° 27% «29 
Central, Ii. ...- 1¢ wes 9 12 
Cent. States Life 5 aes 2% 3% 
Columb. Nat. L..100 rene 65 72 
Conn. General .. 10 -80 25 27 
Contl. Assurance 10 2.00 37 39 


Federal Life .... 10 ~~ 4% 
Great Southn. L. 10 1.30 21 23 


Kan. City Life..100 16.00 345 365 
Eife & Cas...... 3 50 11 13 
Lincoln Natl.. 1.20 25 27 


10 
New World Life. 10 
Amer. Life.. 10 Sis 
W. National. 5 -30 12 14 
hic National. 10 
10 
10 


Old Line Life. -60 10% 2 
Philadel. Life... ae 2 2% 
Sun Life, Can...100 15.00 400 450 
Travelers ...... 00 445 460 


Union Cent. Life 20 
Wis. National... 10 


*Includes extras. 





Andrew A. Dedds of the Winnipeg dis- 
trict of the Metropolitan Life has been 
promoted to assistant manager. 





AMONG COMPANY MEN 





Reid to Supervise 
Eastern Agencies 


New appointments in the agency or- 
ganization of Sun Life of Canada are 
announced by W. S. Penny, director of 
agencies. 

C. E. Reid, superintendent of agencies 





Cc. E. REID 


in charge of the sales promotion divi- 
sion, has been appointed superintendent 
of agencies in charge of the eastern 
United States division in succession to 
J. S. Ireland, who becomes superin- 
tendent of agency research. 

Mr. Reid’s connection with Sun Life 





dates from 1921. After a_ successful 
period in the field, he became inspector 
of the western Ontario group division, 
and in 1924 was appointed inspector of 
agencies at head office, where he took 
general agency charge of group insur- 
ance. In 1926 he was promoted to su- 
pervisor of the group department and 
later superintendent of agencies sales 
promotion division. 


Create New Position 


The position of superintendent of 
agency research to which Mr. Ireland 
has been appointed is a new and im- 
portant one. In this capacity, which 
entails chiefly a supervision of all agency 
disbursements, Mr. Ireland will have 
full scope for his knowledge of the 
world-wide agency affairs of Sun Life. 

A. C. Coughtry, formerly assistant 
superintendent of agencies (group), has 
been appointed superintendent of group 
sales. Seth C. H. Taylor has been ap- 
pointed superintendent of sales promo- 
tion and will be in charge of the pro- 
motional end of the division previously 
supervised by Mr. Reid. H. L. Jones, 
editor of publications, will take charge 
of the publications end of this division. 





Create Inspectors of Agencies 


Harry J. Stewart, recently elected 
vice-president and appointed manager of 
agencies West Coast Life, announced 
the three regional departmental superin- 
tendents of agencies hereafter will oper- 
ate with the title of “inspector of agen- 
cies” and the departmental lines will be 
abolished. This is expected to enable 
the inspectors to increase their services 
to men in the field and assist in any 
territory as necessity may arise. The 
three superintendents affected are J. W. 
Stewart, long superintendent in charge 
of the Pacific northwest; Otto Lang- 
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paap, San Francisco, and J. P. Robin-| policyholders $1,332,613, total disburse- 
son, Texas. ments $2,361,371; new business written 


Report on Federal 
Life Examination 


Total assets of Federal Life of Chi- 
cago as of Dec. 31, 1937, were $15,681,- 
344, capital $375,000 and net surplus 
$366,823, according to a report of an 
examination conducted by Illinois, Okla- 
homa, Missouri and lowa. 

Federal Life issues a multiple line of 
policies in both its life and accident de- 
partments. In connection with its news- 
paper accident policies it carries a Lon- 


don Lloyds catastrophe policy, $1,000,-; 
000 excess of $50,000 in any one accident. ' 


It is interesting to note that Federal 
Life c 
of President Isaac Miller Hamilton, 
which has a cash value of $39,385. This 
is an endownment at age 85 contract. 
Mr. Hamilton announced that he will 
retire during 1939 as president and will 
be succeeded by L. D. Cavanaugh, now 
vice-president. There is a 10-year term 
contract of $40,000 on the life of Mr. 
Cavanaugh. 


Net Reserve 11 Million 


The net reserve on life and annuity 
contracts was $11,618,010. In the acci- 
dent and health department the losses 
and claims outstanding were $1,125,077. 

The examiners state that a representa- 
tive number of paid accident and health 
claim files were reviewed in an effort 
to determine the manner of treatment 
extended to policyholders in the adjust- 
ment and settlement of claims and it is 
apparent that prompt consideration and 
payment is made upon all claims of es- 
tablished liability. The substantial vol- 
ume of non-can business in force and 
the many technical interpretations placed 
by the management on the contractual 
provisions and coverages of the policies 
have resulted in a sizable number of 
controversies between the company and 
claimant. Many of the claims, accord- 
ing to the report, have developed into 
litigation and it is problematical whether 
the results experienced justify the com- 
pany’s expense involved. 

The premium reserve amounted to 
$513,738. The additional non-can A. & 
H. reserve amounts to $385,254. There 
is a fund of $50,000 which is a general 
contingency reserve for the A. & H. de- 
partment. 


Analyze A. & H. Business 


In the accident and health depart- 
ment, the premiums earned during 1937 
were $1,608,656, claims incurred $932,392 
(58 percent), expenses $676,264, leaving 
a balance of $83,400. Of the premitms, 
$1,014,958 came from newspaper busi- 
ness, $165,231 commercial, $142,674 non- 
can, $66,930 automobile, $124, 543 indus- 
trial, $40,104 instalment and $46,229 
reinsurance assumed. On the reinsur- 
ance business the losses were $54,576. 
The reinsurance assumed comprised 
practically all non-can business. The re- 
port declares that the premium income 
on both the regular and reinsured busi- 
ness in the non-can department is show- 
ing progressive decreases as compared 
to the increased volume of losses in- 
curred thereon. The loss ratio for 1937, 
including non-can was 57.96. 
non-can it was 50. 

During the past five years, the exam- 
iners declare, Federal Life has experi- 
enced decreases in volume of insurance 
written in both the life and accident de- 
partments and corresponding reductions 
of business in force. However, the loss 
and expense ratios have been favorable 
and this condition together with im- 
proved interest and investment earnings 
has permitted a substantial adjustment 
of investment values without a reduction 
of unassigned or surplus funds. Surplus 
to policyholders as of Dec. 31, 1937, 
totals $741,823 and in addition invest- 
ments and special reserves in the sum of 
$270.563 have ‘been provided for general 
contingencies. 

In the life department as of Dec. 31, 
1937, premium income was $2,097,638, 
total income $3,040,616; payments to 


Excluding 


carries a $100,000 policy on the life’ 


$6,849,275, insurance in force $79,054,- 


204. Mortality ratio, 63. 
Takes Over Joplin. Mo., Company 


Republic National Life of Dallas has 
acquired the business of American Cov- 
enant Life of Joplin, Mo., a stipulated 
premium company that was started in 
1929. The deal is another step in the 
program of T. P. Beasley to bring to 
$50,000,000 the insurance in force of Re+ 
public National by 1940. In days gone 
by Mr. Beasley himself operated an as- 
sessment company in Joplin. 

Mr. Beasley states that although 
American Covenant is comparatively 
small, it has a good agency force and 
gives Republic National a good entry 
into this state. As of Dec. 31, 1937, 
American Covenant reported assets of 
$80,398, insurance written $433,156 and 
insurance in force $802,836. 

Capital of Republic National is now 
$257,900, following an exchange of 653 
shares for the business of American 
Covenant. 

S. P. Clay, former vice-president and 
general counsel of American Covenant, 
becomes special counsel of Republic 
National. G. W. Moore was president 
of American Covenant and becomes 
board chairman Republic National, 
and R. K. DuVall was secretary. In 
addition to Texas and Missouri, Repub- 
lic National is licensed in Arkansas, 
Arizona, New Mexico, Oklahoma and 
Nebraska. It has taken over numerous 
companies in recent months. 


Provident L. & A. Retires Preferred 


All preferred stock has been retired 
by the Provident Life & Accident. The 
outstanding preferred has been con- 
verted into common stock in order to 
simplify the capitalization structure. All 
the company’s stock is in the hands of 
executives and employes of the com- 
pany. 








Rule on Home Life Securities 


LITTLE ROCK — Attorney-General 
Holt held that until the Central States 
Life extinguishes all rights of reinsured 
policyholders of the Home Life, Treas- 
urer Earl Page should not surrender 
securities deposted in the treasury by 
the latter company. Mr. Page said 
Home Life deposited approximately 
$85,000 securities to guarantee Arkansas 
policies. Central States contended it 
owned the securities because of the re- 
insurance agreement. Acknowledging 
Central States’ claim insofar as non-re- 
insured policyholders were concerned, 
Holt’s opinion was that surrender of 
the securities would make Page and his 
bondsmen liable to the policyholders. 





COMPANY NOTES 








The .Pan-Amerienan Life declared a 
dividend of 4 percent, or cents a 
share, to stockholders of record Dec. 20. 

Mount Moriah Life of San Francisco 
has taken over the business of Pyramid 
Mutual Life and will now operate as a 
so-called chapter 9 California company. 
Dr. F. W. Callison is president. Mount 
Moriah Life policyholders may now pur- 
chase a medical expense rider giving free 
choice of surgeon and a liberal schedule 
of surgical fees. 

President M. D. King of the Master 
Life of Hollywood has announced that, 
because of the splendid increase in busi- 
ness of the company in the final quarter, 
employes received a_ substantial 

onus, 


The Northwestern Life of Yankon, 
S. D., has been incorporated as an as- 
sessment company. Incorporators, F. E. 
Fanslow, Geneva ‘Williams, Clarence 
Fanslow, Gertrude Fanslow of Yankton, 
S. D., and J. M. Coon, Sioux Falls. 

Mount Diablo Mutual Life of San Fran- 
cisco has appointed Samuel Lewis as 
agency director. He was formerly a 
writer on insurance topics for Hearst 
newspapers and during the past five 
years has acted as a consultant. Mount 
Diablo has moved to the Phelan build- 
ing, San Francisco. 

The convention examination of the 
West Coast Life has been completed, the 
California insurance department =  an- 
nounces. The Baptist Life of Buffalo has 
applied for a license to the state and the 
Pyramid Mutual Life sought permission 
to issue contribution certificates. . 








Merge Kemp, Reno 
Agencies in Chicago 


At a luncheon of the D. C. Kemp 
agency of Equitable Society last week 
in Chicago presided over by Wal- 
ter L. Gottschall, i of agencies, 
Second Vice-president V. Welch an- 
nounced the consolidation os the Kemp 
agency with the Robert R. Reno, Jr., 
agency in Chicago. The combination 
of these two agencies is made to create 
one large and better equipped agency 
under the managership of Mr. Reno. 
Mr. Welch said that this is in line with 
the policies of the society to develop 
larger and better equipped agencies, 
where a combination such as this now 
proposed, would appear to achieve that 
end to the betterment of the members 
of both agencies. 

Mr. Kemp, who headed one of these 
two agencies, is being promoted to the 
assistant managership of the Kellogg 
Van Winkle agency in Los Angeles, one 
of the largest agencies in the coun- 
try. Mr. Kemp, who is formerly from 
California, expressed his satisfaction at 
going to Los Angeles, and reminded the 
agents present of the increased oppor- 
tunities under the new set-up. He paid 
compliment to all of the agents in his 
agency that it had been his privilege to 
work with over the last eight years. 
Mr. Kemp further stated that under the 
leadership of President Parkinson the 
development of men, increasing the 


,club membership and raising the stand- 


ard of life underwriting was the chal- 
lenge he was taking with him to Cali- 
fornia where he will assume a place 
along side:of his friend, Mr. Van Win- 
kle, in furthering the ambitious plan of 
that agency. 





O’Steen Goes to Oakland; 
Duncan to Spokane 








HARRY E. O’STEEN 


Penn Mutual has appointed Harry E. 
O’Steen general agent at Oakland, Cal: 
A graduate of Millsaps College, Miss., 
he joined Lamar Life in 1927. In 1933, 
he changed to the Penn Mutual, and be- 
came a member of its J. McLean 
agency at Jackson, Miss. During his 
five years of personal production, his 
average has been better than $250,000. 

Mr. O’Steen has served as secretary 
and president of the Jackson Life Un- 
derwriters Association and is now na- 
tional committeeman. He is vice-presi- 
dent of the Mississippi state association. 

Leslie J. Duncan, who for some years 
has been the Penn Mutual’s general 
agent at Oakland, has been obliged to 
change to a northern climate, following 
a long and severe illness this year. He 
goes to Spokane as general agent. 


| Mills Handles Brokerage 








Minnesota Mutual Makes 
Change in the East 








CHARLES W. HACKNEY 


Charles W. Hackney has been pro- 
moted by Minnesota Mutual from Lex- 
ington, N. C., to Washington, D. C., as 
general agent. The Minnesota Mutual 
has been operating in the District of 
Columbia for 10 years, but heretofore 
has not maintained a collection office 
in Washington. Collections will be 
transferred for the District of Columbia 
from the home office to Washington. 

Mr. Hackney is an alumnus of Trinity 
College (now Duke University), and has 
enjoyed a success in life insurance in 
North —— for 12 years. He is a 





Coulon Is General Agent 


N. H. Coulon, for nine years with 
Travelers life department in Indianapo- 
lis, has been appointed general agent by 
Guarantee Mutual Life in Indiana. He 
is associated with the Interstate Agency 
(Ramey Service) with offices at 324 Cir- 
cle Tower. Mr. Coulon has a wide ac- 
quaintance in the state. 


Toronto Setup Is Revised 


Great-West Life announces several 
managerial changes in Ontario. 
B. Nettelfield becomes assistant 


manager of Toronto No. 1 branch. He 
was formerly manager of Toronto No. 2. 
G. L. Francis succeeds Mr. Nettelfield 
as manager of Toronto No. 2. 

W. P. Gilbride is appointed manager 
at Hamilton, succeeding S. G. Baggs 
who will continue as an agent. Mr. Gil- 
bride was formerly in charge of the Lon- 
don agency. J. N. Connacher becomes 
manager at London. He has been a 
leading producer located in Winnipeg. 

A. H. Robinson becomes supervisor of 
Toronto No. 1 and S. Turnbull is now 
group insurance supervisor with head- 
quarters at Toronto. 





A. R. Metcalfe, Newark, general agent 
National Life of Vermont, has opene 
a brokerage department in charge of 
R. G. Mills, who has been connected 
with the agency for a number of years. 
The department will take care of legiti- 
mate brokers and surplus underwriters. 





Carroll Given Two States 

The Occidental Life of California has 
changed the set up of its representation 
in Arizona and New Mexico, placing 
both states under one general agent with 


Beets 5 











headquarters in Phoenix, Ariz. The 
change came about through resignation 
of Manager A. C. Branic, who for fouf 
years has been Arizona manager and 
who.has returned. to.Los Angeles asso 
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the western Pennsylvania department 
here. Speakers included F. C. Wiggin- 
ton, manager Bankers Life of Iowa and 
president Pittsburgh Life Underwriters 
Association, and G. W. Isgrig, assistant 
manager Reliance Life, Cincinnati. Offi- 
cials attending from the home office in- 
cluded Jay N. Jamison, executive vice- 
president; H. T. Burnett, agency vice- 
president; R. C. Braun, advertising man- 
ager; N. H. Weidner, manager; U. H. 
Hangartner, assistant manager; Philip 
Kessler and D. H. McGee, field mana- 
gers; J. C. Sheedy, agency instructor 
and B. F. Mansmann, secretary. 


Woods Office Plans for 1939 


PITTSBURGH—Plans for 1939 will 
be presented to agents of the E. A. 
Woods Company, general agents Equit- 
able Society, at a two-day meeting spon- 
sored by the agents’ association. D. B. 
Maduro, counsel New York Life Under- 
writers Association and expert on taxa- 
tion, will speak at a meeting of the Cen- 
tury Club Friday afternoon. This club 
is composed of agents who have writ- 
ten $100,000 on a single life. Speakers 
tomorrow will be F. M. Totten, vice- 
president Chase National Bank, New 
York; V. L. Bushnell and A. G. Borden, 
of New York, vice-presidents Equitable 
and W. M. Duff, president and manager 
Woods Company. 








Standard Life Men Gather 


PITTSBURGH—Optimism for 1939 
was the keynote of a conference of the 
Standard Life here attended by about 
100 field men. Speakers included 
J. C. Hill, president; Russell Moore, 
field representative Midland Mutual; Dr. 
W. F. Donaldson, medical director 
Standard Life; E. M. Aiken, executive 
secretary Pittsburgh Life Underwriters 
Association, and Paul Speicher, Re- 
search & Review. J. D. Van Scoten, 
am in charge of agencies, pre- 
sided. 





Mid-Continent Convention 


OKLAHOMA CITY — The annual 
agency convention of the Mid-Continent 
Life will be held at the home office here 
Feb. 4. Special honor will be accorded 
members of the $100,000 club the eve- 
ning of Feb. 3 at a banquet for members 
and ladies. In recognition of the sixth 
birthday Jan. 12 of Bobby Stuart, son 
of President and Mrs. R. T. Stuart, and 
the fact that his father’s comes in the 
same month, the agency department is 
directing special attention to juvenile 
business. Each policy issued during the 
tionth with an annual premium of not 
less than $20 will include a photograph 
of the insured boy or girl. 





Iowa Agents in Meeting 

DES MOINES—The Union Central 
held a two-day agency meeting here, in 
charge of F. G. Applequist, Iowa man- 
ager. 





Sixteen district agents of the Equitable 
Society a‘*tended an agency meeting in 
Fort Dodte, Ia., last week, with Robert 
Smyth, district manager, in charge. 


Holmes Analyzes Record of Audits 


Commissioner Holmes of Montana 
has made an analysis of convention ex- 
aminations that have been called during 
the last six months of 1936 and for the 
years 1937 and 1938. This discloses the 
number of examinations which various 
states have called on domiciled compa- 
nies and the number of examinations of 
foreign companies in which the same 
states have participated together with 
the percentage of participation of the 
various states in examinations conducted 
outside their boundaries. He has sent 
this analysis to insurance commissioners 
of other states. It is based on the re- 
port made at the Des Moines conven- 
tion by Jess G. Read, Oklahoma com- 
missioner. 








George W. Phillips, Jr.. Memphis, Tenn. 
age 56, associated with the Carolina Life 
and previously with the National Burial 
and the Ohio National Life, died. 
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Producers’ Round 
Table Is Forming 


DETROIT — Plans for a Michigan 
Producers’ Round Table, suggested last 
spring by President Jack Rabinovitch, 
Michigan State Association of Life 
Underwriters, are maturing rapidly un- 
der direction of Mr. Rabinovitch and 
G. E. Lackey, general agent Massachu- 
setts Mutual here and trustee of Ameri- 
can College. 

Constitution and by-laws have been 
prepared by Mr. Lackey, following in a 
general way those of the Million Dollar 
Round Table of the National associa- 
tion, of which he is a member. It is 
proposed the name be “Life Insurance 
Leaders of Michigan,” affiliated with the 
Michigan association. Objects are to 
support, maintain and publicize the legal 
reserve principle, promote higher stand- 
ards of ethical conduct in the business, 
good fellowship, and share facts con- 
cerning sales technique. 


Limited to $250,000 Men 


There will be a four-man executive 
committee, the chairman, two elected 
members and past chairman, ex-officio. 
All Michigan life agents who certify 
they have paid for $250,000 or more on 
at least ten lives in the previous year 
will be eligible for membership. Appli- 
cants must be members in good stand- 
ing of local and National Associations. 

Dues will be $5 annually, including 
breakfast, lunch or dinner at the annual 
meeting, which will be held in conjunc- 
tion with that of the state association. 
The set-up was approved at the State 
Managers Congress in Detroit. 


Los Angeles Institute to 
Start Sessions Jan. 9 


Sessions of the 1939 Institute of Life 
Underwriting to be sponsored by the 
Life Underwriters Association of Los 
Angeles, will start Jan. 9 in the audi- 
torium of the Pacific Mutual Building 
and continue until April 3. Dr. C. J. 
Rockwell will be instructor. Schedule 
of meetings, with subject and guest 
speakers is: 

Jan. 9, “Ourselves Through the Eyes 
of Company Executives”; Vice-president 
H. E. North, Metropolitan; President A. 
N. Kemp, Pacific Mutual Life; Vice- 
president D. L. Clarke, Occidental Life, 
and President O. J. Lacy, California- 
Western States Life. 

Jan. 16, “The Job of Selling,” W. M. 
Hammond, general agent Aetna Life. 

Jan. 23, “Underwriting Fundament- 
als,’ M. S. Trueblood, inspector of agen- 
cies, Union Central. 

Jan. 30, “Underwriting Fundament- 
als,’ C. R. Fooshe, Prudential. 

Feb. 6, “The Scientific Background of 
Life Insurance,” L. I. Archbald, North- 
western Mutual. 

Feb. 13, “Life Situations,” Phinehas 
Prouty, Jr., general agent, Connecticut 
Mutual. 

Feb. 20, “Clean Up—Readjustment— 
Education,” Walter G. Gastil, general 
agent, Connecticut General. 

Feb. 27, “Retirement Income—Family 
Income—Simple Program,” L. A. Soper, 
general agent, Phoenix Mutual. 

March 6, “Selling Young Men—Sell- 
ing Women—Juvenile Insurance,” C. E. 
Cleeton, general agent, Occidental Life. 

March 13, “The Approach,” Kellogg 
A. Van Winkle, manager Equitable So- 
ciety. 

March 20, “The Problem and the So- 
lution,’ Fred M. McMillan, general 
agent, Penn Mutual. 

March 27, “Objections and Sales Re- 
sistance,” Tom G. Murrell, C. L. U., gen- 
eral agent, Mutual Benefit. 

April 3, “Motivation and Closing,” 
Louis Artz, Pacific Mutual. 

The entire program of the institute is 
in charge of a committee composed of 
Henry E. Belden, C. L. U., chairman; 








Harry B. Keeling, C. L. U.; Richard B. 
Porter, C. L. U.; Martin I. Scott, C. L. 
U.; Robert F. Freeman, C. L. U.; Wm. 
K. Murphy; Fritz R. Kerman; F. W. 
Pierce, C. L. U.; Roy E. Schroeder; J. 
F. Hackman; Walter J. Stoessel; Alex 
A. Dewar; Russell L. Hoghe; Harold P. 
ee Leonard Scott, and John W. 
ates. 


Sales Meet in Minneapolis 


MINNEAPOLIS—tThe newly organ- 
ized Minnesota association will usher in 
activities with a sales conference at Ho- 
tel Nicollet Jan. 27. F. M. See, gen- 
eral agent New England Mutual, St. 
Louis, will be in charge. A four point 
course has been worked out for the 
one day meeting: (1) life insurance—the 
individual’s approach to social security; 
(2) present day prospects; (3) modern 
sales strategy; (4) ten commandments 
for closing a sale; (5) organizing for 
personal success. Agents from all parts 
of the state will attend. J. D. Serrill, 
Minneapolis, is president. 


Michigan Council to Meet 


DETROIT—A meeting of the Michi- 
gan Life Underwriters Council, the lia- 
ison organization between the field forces 
of the state and the state’ insur- 
ance department, will be held in Lansing 
early in January to go over insurance 
legislation, according to John Hindelang, 
of the George Beach Co., Detroit, chair- 
man. 





New York—H. J. Johnson, general agent 
Penn Mutual, Pittsburgh and president 
National Association of Life Under- 
writers, will address a luncheon meet- 
ing Jan. 11. He will talk on “Changing 
Trends.” The other speaker will be E. 
M. Otterburh, chairman, New York 
County Lawyers Association’s committee 
on unlawful practice of law, who will 
speak on “Cooperation Between Life 
Underwriters and Lawyers.” 





Indianapolis—Prof. Gray Burdin of the 
speech division of Butler University, In- 
dianapolis, will speak at a service clinic 
January 6 on “Customers Buy What They 
Want.” H. M. Spence, chairman of the 
faculty committee for the clinic series, 
will preside. 

Other speakers in the clinic series on 
Friday afternoons in January are Ned 
Patrick, E. B. Harris, Easley Blackwood, 
A. H. Kahler, Virgil Samms, Joel T. Tray- 
Traylor and J. R. Mayfield. 

The series of clinics closes Feb. 10 with 
a dinner, presentation of diplomas, and 
special awards by the Rough Notes Com- 
Pany. 





Trenton, N. J.—H. C. Lawrence, presi- 
dent New Jersey State Life Underwriters 
Association, will be guest speaker at a 
dinner-meeting Jan. 12. This will be 
se second in a series of related meet- 
ngs. 





Camden, N. J.—Through the combined 
efforts of the New Jersey State Associa- 
tion and the Philadelphia association, a 
program is under way to reorganize the 
Camden association. At one time Cam- 
den had the largest association in New 
Jersey, but it was disbanded a few years 
ago. 





Oklahoma City—Encouraged by an at- 
tendance of 600 last year, officers are 
putting forth every effort to beat this 
record at the 1939 sales congress sched- 
uled for Feb. 3. H. G. Kemp is general 
chairman. Speakers will include Paul C. 
Sanborn, Boston, general chairman Mil- 
lion Dollar Round Table; H. C. Lawrence, 
general agent Lincoln National, Newark, 
and C. J. Zimmerman, Chicago, general 
agent Connecticut Mutual and vice presi- 
dent National association. 





Milwaukee—Because of illness of the 
scheduled speaker and inability to secure 
a substitute on short notice, officers de- 
cided to arrange some kind of a meeting 
for members this month. As a result 
a new, different and extraordinary holi- 
day gathering was arranged. 





Pittsburgh — The 1939 schedule of 
meetings for the Pittsburgh Life Under- 
writers Association is Jan. 6, D. B. 
Maduro, counsel Life Underwriters As- 





sociation of New York City, “Wills and 
Life Insurance”; Feb. 9, D. R. Mason, 
general agent Aetna Life, Syracuse, 
N. Y., “How to Be a Poor Agent”; March 
9, R. G. Engelsman, general agent Penn 
Mutual, New York City, “Slants on Sell- 
ing.” 





Richmond, Va.—B. C. Nelson of Mil- 
waukee, one of the Northwestern Mutua] 
Life’s leading agents, was guest speaker. 
He said the principal factors contribut- 
ing to whatever success he had achieved 
were enthusiasm and hard work. He 
was introduced by W. T. Nolley, Rich- 
mond, general agent of the Northwestern. 





Scranton Pa.—The association has 
elected R. W. Davies president, T. B. 
Bird vice president, H. J. Shield secre- 
tary, Earl C. F. Kegelman treasurer, 


COAST 


Goodcell’s Appointment 
Confirmed by Senate 


‘SAN FRANCISCO—One of the first 
acts of the California Senate Monday 
was to confirm appointment of Rex B. 
Goodcell, insurance commissioner named 
last July by retiring Governor Merriam 
to succeed S. L. Carpenter. Mr. Good- 
cell’s appointment for four year term 
was subject to this confirmation and ef- 
fort was made to upset confirmation 
Tuesday by leaders in the new admin- 
istration. If this stands the Democratic 
administration will be foiled as to get- 
ting a new commissioner. 














Agency in New Quarters 

The Occidental Life’s home office 
general agency in Los Angeles under 
supervision of Ira C. Cunningham, as- 
sistant vice-president is occupying its 
new quarters which take up the entire 
13th floor of the home office building. 


Trueblood Agency Well Ahead 


The Los Angeles agency of Union 
Central Life closed 1938 with a paid 
business of $3,878,835, compared with a 
total of $3,343,690 in 1937, a gain of 16 
percent. The agency closed each month 
of the year with a gain over the last 
year. Mark S. Trueblood is inspector 
of agencies and Henry E. Belden is 
associate manager. 


Plan 1939 “Insurance Day” 


SAN FRANCISCO.—Elaborate prep- 
arations are being made for participation 
of the nation’s insurance commissioners 
in observance of “Insurance Day” at 
the Golden Gate International Exposi- 
tion here June 24. This will be the day 
following adjournment of the 1939 con- 
vention of the National Association of 
Insurance Commissioners, sessions to 
be held in the Fairmont hotel here. 


INDUSTRIAL 


Low Mortality on 
Industrial Class 


The Metropolitan Life report shows a 
most excellent health record for indus- 
trial policyholders through November 
and the company states that every sign 
indicates that final figures will show that 
the record will be maintained for the full 
year. The November death rate of 7.2 
per 1,000 was the lowest ever attained in 
any similar month and was 6 percent un- 
der the previous best record for that par- 
ticular month. The cumulative mortal- 
ity rate for the first 11 months was 7.7 
per 1,000. This was 7 percent improve- 
ment over the rate for the similar period 
of 1937. 























Stephen D. Powell Dies P| 


BALTIMORE-—Stephen D. Powell, 
who for years was first vice-president 
and director Baltimore Life, died at his : 
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home in this city after an illness of eight 
weeks. He was 69 and a pioneer in the 
industrial field, having been connected 
with the Baltimore Life for 40 years, 
starting as clerk. 


Washington National Has 
New Industrial Division 


Washington National has created a 
new industrial division to be known as 
the western division. It will be made 
up of all districts located in Texas and 
Oklahoma and districts in Arizona and 
California which constituted the Pacific 
division. In charge will be Senior Vice- 
president C. B. Crawford who has been 
in charge of the southern division. He 
will be assisted by Assistant Vice-presi- 
dent W. A. James, who has been shifted 
from the central-west division. 

The central-west division will now be 
known as the central. There will be no 
district changes. Replacing Mr. James 
will be Malcolm W. Caskey, who has 
just been promoted to assistant secre- 
tary. He and Assistant Secretary F. L. 
Ramey will work with Vice-president 
Curtis P. Kendall. 

Assistant Vice-president J. L. Loarie, 
who assisted Mr. Crawford in the south- 
ern division for many years, will now 
have charge of that division. It will be 
composed of all districts in Tennessee, 
Georgia, Louisiana and Alabama. 





Veteran Prudential Man Dies 


BALTIMORE—W. W. Meekins, for 
25 years until he retired in 1926, assist- 
ant superintendent of the Eastern Shore 
district of Prudential, died at his home 
in Cambridge, Md., after an illness of 
two weeks. 





‘Grover C. Polk, 53, assistant superin- 
tendent at Memphis branch of the Pru- 
dential, died following an emergency 
operation. Mr. Polk was a director in 
the Memphis Life Underwriters Associa- 
tion for four years. 





Palmer on Pittsburgh Program 


PITTSBURGH. — Ernest Palmer, 
Illinois insurance director will be toast- 
master at the dinner program of the 
Insurance Day observance sponsored by 
the Insurance Club of Pittsburgh in the 
William Penn Hotel Feb. 13. C. H. 
Bokman, New Amsterdam Casualty, is 
general chairman. Commissioner L. H, 
Pink of New York is expected to attend. 


REJECTED RISKS 


A general writing agent with a good 
life insurance business decided to con- 
duct a campaign among his clients to 
take advantage of the changes in life 
insurance options. He went over his 
facts and lists and phoned several 
people, getting encouraging reactions: 
Finally he came to one who seemed like 
an exceptionally good prospect. The as- 
sured listened to his talk carefully, say- 
ing “yes” at the right times. At the con- 
clusion, the client said “But my automo- 
bile insurance doesn’t expire until 
March.” 








The Louis F. Paret agency in Camden, 
N. J., and Philadelphia for the Provident 
Mutual Life, sent out the following mes- 
sage: 

“Agency production figures are changing 
so rapidly that the tabulation sheets look 
like the score board in a newspaper office 
on election night. The adding machine is 
so red-hot that Miss Muir and Miss Kauf- 
‘mann have to wear asbestos gloves. One 
and @ quarter million submitted and still 
going up.” 

Commissioner Holmes of Montana 
sends Out frequent warnings through 
the daily press on “Bargain” insurance. 
His latest is: “Unlicensed insurance and 
unlicensed securities are as dangerous 
as a rattlesnake. Investigate before you 
buy. It is one thing to pay $3 for $5,000 
of insurance coverage and quite another 
thing to collect $5,000 on a $3 policy.” 





AGENCY MANAGEMENT 





Recruiting Problem 
Is Vital Today 


Solving of recruiting, training and 
supervision problems by application of 
sound, known principles was urged by 
J. H. Eteson, assistant superintendent 
of agencies State Mutual, in a talk 
before the Houston General Agents & 
Managers Association. Few business 
men are confronted as often as are gen- 
eral agents and managers with prob- 
lems arising from a vast number of 
business sources. There is a constant 
influence tending to pull the general 
agent away from his primary occupa- 
tion of getting business. 

“In my opinion,’ Mr. Eteson said, 
“the place where we start to make mis- 
takes in life insurance management is 
where we forget the exact nature of our 
business. Look at this business of man- 
aging an agency and see if we can find 
a common answer to three of our ma- 
jor problems—recruiting, training and 
supervising.” 

Generally, he said, the value of re- 
cruited agents can be predetermined. 
The State Mutual for three years has 
been rating new agents by use of a rat- 
ing chart, dividing new agents in two 
classes, “acceptable” and “doubtful.” 
The acceptable group has _ produced 
four times as much business in their 
first three months as the doubtful group. 
Survival in the latter group was negli- 
gible. 

Common sense in selection was em- 
phasized. Certain types of reports jus- 
tify decision not to put a man on even 
though he has a high rating. 

“About 87 percent of men’s estates,” 
he said, “are left through life insurance, 
and it takes a quality man to handle a 
business like that. The answer to our 
recruiting problem may be in not put- 
ting on the ‘doubtful’ man; then we can 
use the time saved in getting one more 
quality man who will, in the long run, 
give us more business than we'd get 
from perhaps a dozen men who were 
‘doubtful’ when we put them on.” 

“My thought,” Mr. Eteson added, “is 
that we’re doing many things well in 
life insurance management; and if we 
keep our minds on a few principles 
this tough job of ours can be more 
easily accomplished.” 


Zeiher Heads Cashiers Group 


PITTSBURGH—New officers of the 
Life Agency Cashiers’ Association are: 
W. D. Zeiher, Penn Mutual, president; 
Richard Eastman, Mutual Life of New 








Los Angeles President 
Is Good Producer 





George H. Page, who was recently 
elected president of the Los Angeles 
Life Managers 
Association, 
has been man- 
ager of the Los 
Angeles agency 
of the Califor- 
nia - Western 
States Life 
since 1916. 
During a great 
number of 
those years he 
has led all 
agencies of the 
company in 
paid for busi- 
ness. 

Mr. Page has always been active in 
the affairs of life insurance organiza- 
tions in Los Angeles and from: time to 
time has held many responsible posi- 
tions in them. He is-the only man to 
serve as president of the Los Angeles 
Life. Managers.-Association-twice. 





GEORGE H. PAGE 





York, vice-president, and K. G. Long, 
State Mutual, secretary-treasurer. G. W. 
Rose, Lincoln National Life, retiring 
president, turned over to new officers a 
program featuring a series of educational 
discussions on subjects of interest to 
cashiers. He expressed opinion new as- 
sociations in other cities are forming so 
rapidly a national organization of life 
agency cashiers soon will be established. 
G. E. Phifer, Sun Life, executive com- 
mittee chairman, proposed the slogan 
which was adopted: “Hit a new high in 
1939 for service to the insuring public.” 


Johnson at Cleveland Meet 


CLEVELAND — Holgar J. Johnson, 
Pittsburgh general agent Penn Mutual 
and president National Association of 
Life Underwriters, will attend a meeting 
of the Cleveland Life Insurance Execu- 
tives Club the night of Jan. 6. Plans 
for the 1940 convention will be dis- 
cussed. The Cleveland club will elect 
officers. 


Los Angeles Group Meets 


G. H. Page, general agent California- 
Western States Life, new president of 
the Life Insurance Managers Associa- 
tion of Los Angeles, briefly reviewed 
the year’s work at a meeting, showing 
net gain of three members. Tribute was 
paid to C. E. Bell, vice-president state 
association, who was elected a member 
of the board of the Los Angeles cham- 
ber of commerce. 


AGENCY NEWS 


“Class” Agency Experiment 
Attracting Much Attention 


Much interest is taken in the experi- 
ment to be conducted by T. M. Riehle 




















T. M. RIEHLE 


of New York City, past president of the 
National Association of Life Underwrit- 
ers, in operating what might be termed 





a “class” agency for Equitable Society. 
Heretofore Mr. Riehle has been an 
Equitable manager in New York. He 
resigns that position to become general 
agent. He will exert no pressure of any 
kind for new organization, he states. 
However he feels that the pulling power 
of the agency will be such that one or 
two high type men will be brought into 
the organization each year. Applicants 
for a place in the agency will be checked 
and double checked. Mr. Riehle intends 
to develop a closely integrated organiza- 
ation of competent producers. Instead 
of agency meetings, round table clinics 
will be held. 





Faser Agency Hits New High 


During December the Faser agency 
of Penn Mutual in Boston had the 
largest number of submitted cases for 
any single month in the history of the 
Boston agency. John C. Webb with 18 
cases for $166,000 led. 





Hedges Publishes Magazine 


KANSAS CITY—The H. A. Hedges 
general agency, Equitable Life of Iowa 
here, began publication of a monthly 
magazine, the “E.L.I.T.E,” 16 pages of 
ideas, information, standings, agency 
gossip, etc. 
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@ The Equitable Life of 


lowa issues both partici- 





pating and non-partici- 
pating life policies; 
annuity contracts; and 


“man-sized" life policies 






for juveniles from date 
of birth to age 10. 
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LIFE INSURANCE COMPANY of AMERICA 
A PUBLIC SERVANT SINCE 1897 


The Colonial patriot, John Quincy Adams, said we ‘should respect 
our forefathers and think of our posterity. 


We add: To provide for our posterity is our responsibility. 
OVER 113 MILLION IN FORCE 
_ Home Office—Jersey City, N. J. 
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@ The property management firms whose names are shown on this page have been selected after 
careful investigation. They have the recommendation and endorsement of The National Underwriter. 





























ALABAMA CALIFORNIA (Cont.) GEORGIA IOWA 
Established 1881 
ENGEL COLDWELL a HARRY G. WALLACE 
REALTY COMPANY — — — & CO., inc. 
operty Managem 
cane a General Real Estate PROPERTY MANAGEMENT TRAM 
MANAGEMENT SALES and Appraisals pectatizing un: 
LEASES APPRAISALS A STATE WIDE SERVICE SHARP-BOYLSTON COMPANY CITY AND FARM MANAGEMENT 
le 
BIRMINGHAM, ALABAMA ae a a 39-41 Forsyth St, N.W., Atlanta, Ga. | | Flynn Bldg. Des Moines, Iowa 
COLORADO KANSAS 
Property Management ILLINOIS 
APPRAISALS Morrison & Morrison, HOOKER & SLOSSON|| R. K. STILES & CO. 
SALES INSURANCE Realtors and [nsurors ities : ‘ 
° REAL ESTATE APPRAISALS, MANAGEMENT, wopery =e 
F. L. GIBLIN & Co., Inc. MANAGEMENT LEASING, and SALES of CENTRAL Puen 


6 St. Joseph Street 
MOBILE, ALA. 











CALIFORNIA 


SALES APPRAISALS 


Member—I nstitute Management 


DENVER, COLO. 





CONNECTICUT 


and OUTLYING REAL ESTATE 


140 SO. DEARBORN ST. 
CHICAGO RANDOLPH 4022 





903 N. Seventh St. Kansas City, Kan. 











LOUISIANA 








Los Angeles Population 1950—2,500,000 
W. M. GARLAND and CO. 
117 West 9th Street 











APPRAIS An 
SALES -_ Incomparable 
rt oe 
FINANCING 6 of 
INSURANCE Years Standing 





PROPERTY MANAGEMENT 
LOS ANGELES, CALIFORNIA 


‘BRIDGEPORT 
THE INVESTORS MORTGAGE CO. 


PROPERTY MANAGEMENT 
APPRAISALS 


Member Institute Management 


875 Main Street 


Member Institute of Real Estate 
Management 


M0 
PARKER” HOLSMAN 


TOOT TE 
Mv > A 


- SLT TTY 
JREALTOR S‘( 





MANAGEMENT & SALES 


1501 EAST 57TH STREET 
HYDe Park 2525 CHICAGO 


M. A. I. Appraisals 
ei. 
N REALTOR 


Brokerage - Management 
Ricou-Brewster Building 
Shreveport, Louisiana 

















Established 1908 


ROY C. SEELEY CO. 


Business and Industrial Realtors 


Property Management—Appraisals 
Complete Service 


Pacific Electric Bldg. 


Los Angeles, Calif. 


HARTFORD 
JOHN A. CAULKINS 


Certified Property Management 
M.A.I. APPRAISALS 
327 Trumbull St. 


SPECIALISTS in Management 
Selling, Leasing of Chicago In- 
come Producing Properties 


L. J. SHERIDAN & CO. 


One North La Salle Street, Chicago 
TELEPHONE FRANKLIN 7855 
Exclusive Agents for One La Salle 


Street Building; Builders Bldg.; 
33 South Wabash Ave. Building 











MARYLAND 
PARKER W. FRAMES 


Realtor and Specialist in 





Industrial and Retail Properties 
and Office Buildings 
Appraisals—Sales—Rentals 











IVAN A. THORSON 


Organization 


WATERBURY 
Hutchinson & Hutchinson 
Property Management 


Appraisals and Sales 
Member of 








and other properties LORD BALTIMORE HOTEL 
BALTIMORE 
MASSACHUSETTS 
WIRTZ, HAYNIE & EHRAT, Ine, 
ROBERT A. NORDBLOM 


Real Estate Management 














MANAGEMENT COMPANY 











San Francisco 
PROPERTY MANAGEMENT 
INSURANCE 
RENTALS 
SALES 

LOANS | 
Oakland Office — Latham Square Bldg. 








Business and Residential Properties 


Sales — Leases—Property Management 
Mortgage Loans — Appraisals 
Building and Developing 
Serving District of Columbia and 
adjacent Maryland and Virginia 








_ ri Institute Management LOANS a SALES 18 Qliver Street 
. oo 3180 Sheridan Road Wellington 3000 Boston 

oe nnn x oe “a rl ah ioe CHICAGO Worcester New York Washington 

sam en i i ocomancie Management—A ppraisals—Financing 
” Robt. C. Nordblom CP. ee. 8 M.A... 

DIST. OF COLUMBIA INDIANA 
sal ean 1621 K St. N. W. NATL 8500 APPRAISALS .v. , JK. 
—" ” Washington, D. C. Sales - Leases REALTOR 


Insurance - Mortgage Loans 


W. A. Brennan Agency Corporation 
428 Illinois Bldg. Riley 2315 


INDIANAPOLIS 














Property Management— 
Appraisals—Sales 


293 Bridge Street Springfield, Mass. 
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OHIO (Cont.) 



























































MICHIGAN MISSOURI NEW YORK (Cont.) 
SALES Property Management IN TOLEDO 
APP po E. F ° PIERSON & CO. Leasing Sales Appraisals It’s 
MANAGEMENT Realtors a The Etchen-Lutz Company 
T. F MQAPBIG SALES MANAGEMENT __ Specialized Departments in 
Bee reas Co. APPRAISALS REAL ESTATE PROPERTY MANAGEMENT and 
50 yours of Paktiful Servi ' Mortgage Loan Correspondents 
Majestic Bldg., Detroit Commerce Bldg, Kansas City, Me. | | 225 Fifth Ave., New York, N. Y. The Etchen-Lutz Company 
asiiiaieiian: F. Earl Jobnston J. C. Johnston BP. F. PIERSON, M. A. I. AShland 4-4200 725 Adams St. Ad. 4221 
GE OKLAHOMA 
PROPERTY MANAGERS | |M. H. RODEMYER & CO » 
, e tl. . ROCHESTER, NEW YORK 
Real Ese Approoers’ || 99%, ah ty St Lain Ma. | | Ont recraere earegeae 
| a aalioaes — 
Property M ement WILLIAM H. GORSLINE 
‘ou, | | |H. G. WOODRUFF, INC. ” eae 29 Main Street East EALTY MORTGAGE 
1812 Union Guardian Building Real Estate properly staffed SALES COMPANY 
Detroit Member—Institute Management 
GRAND PAPIDS MICHIGAN NEBRASKA Perrine Building, Oklahoma City 
0. Appraisals L F F ARRELL G. H. KECK & SON DARNELL-ZUENDT CO. 
Bn - REAL ESTATE Realtors and Insurors 
APPRAISER REAL ESTATE 
REAL ESTATE M M 
Member of the American Institute P. M a y priced Bs pag 
of Real Estate Appraisers roperty anagement APPRAISALS 























I. R. BLANDFORD 
108 Federal Square Building 











MINNESOTA 


Insurance Loans 


Suite (81-82) Parker Bldg. 
Schenectady, N. Y. 














Rendering Every Phase of 
REAL ESTATE SERVICE 


Property Management Appraisals 
Real Estate Sales Mortgage Loans 


Members of Institute Real Estate 
Management 
GENERAL MANAGEMENT 
COMPANY 


Baker Building, Minneapolis 











THORPE BROS.., Inc. 


REALTORS 
Member—Institute Management 
Property Management 


Thorpe Bros, Building 
519 Marquette 
MINNEAPOLIS, MINNESOTA 


NEW JERSEY 








SEELY CADE, Inc. 


26 Journal Square, Jersey City 


REAL ESTATE 
Management Appraisals 


Member—Institute of Management 





524 Sharp Bldg. Lincoln, Neb. 
inonata || EXD 
NR MAY a ———————_—_— 
pe Seles| | REALTY COMPANY 
Property Management REALTORS 
Herald Building, 332 So. Warren Street 
Largest and See one SYRACUSE, N. Y. 
FARNAM BUILDING ww _o—/' 





Member of Institute of 
Property Management 


Beacon Bldg., Tulsa, Okla. 








PENNSYLVANIA 











PROPERTY MANAGEMENT 
MORTGAGE LOANS 
REAL ESTATE 


SWENSON 


Marine Bank Building—Erie, Pa. 

















DUNN & STRINGER 


INCORPORATED 
Empire Bank Building 
St. Paul, Minnesota 








NEWARK, N. J. 


PROPERTY MANAGEMENT 
Appraisals — Sales 
HARRY J. STEVENS 


HOWARD P. STALLMAN & CO. 


Property Management 
Sales 
Leases 


50 EAST BROAD ST. 
COLUMBUS, OHIO 


PHILADELPHIA — SOUTH JERSEY 
PROPERTY MANAGEMENT 
MORTGAGES 
APPRAISALS 


Markeim-Chalmers-Ludington, Inc. 
1424 Walnut Street, Philadelphia, Pa. 
645 Market St., Camden, N. J. 

J. W. MARKEIM, Member — AMERICAN 
INSTITUTE OF REAL ESTATE 


APPRAISERS 
AMERICAN INSTITUTE OF PROPERTY 
MANAGEMENT 




















GORMAN & PETERS, Inc. 


30 So. Ludlow St. 


COMMONWEALTH 
REAL ESTATE CO. 


Modern 
Management—Appraisals 
Sales 


312 Fourth Ave. Pittsburgh, Pa. 











McNeil S. Stringer, Pres. 478 Central Ave., Newark, N. J. Dayton, O. 
Mortgage Loans Member Property Management and Sales 
Real Estate American Institute of Real Estate Managers 
Property Management American Institute of Real Estate Apprassers e 
E. J. Barney Gorman Roy H. Peters 
MISSISSIPPI NEW YORK 








Mississippi’s Largest Realtor 


W. P. BRIDGES 


PROPERTY MANAGEMENT 
AND SALES 


Bridges Bldg.—Jackson, Mies. 











De L. PALMER, INC. 


DeLancey Palmer, Pres. 


REALTORS 
111 State Street Telephone 4-018] 
any, 

REAL ESTATE 
Appraisals Brokerage 
Property Management 
Established over 50 Years 











ASBURY REALTY COMPANY 
506 First Nat'l Bank Bldg. 
Hamilton, O. 

2 
We Specialize in Property 
Management 





G&G 


Realty Company 


First National Bank Bldg. 
Scranton, Pa. 


Phones REAL ESTATE 








Harry M. Gordon 
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RHODE ISLAND 


PROPERTY MANAGEMENT 
DIRECTORY 


© The property management firms whose names are shown on this page have 
been selected after careful investigation. They have the recommendation and 
endorsement of The National Underwriter. 














TEXAS (Cont.) 





PROVIDENCE 
RHODE ISLAND 


RICHARD A. HURLEY 
M. A. I. 


Real Estate Appraisers 
and 
Management 


723 Hospital Trust Bldg. 








TENNESSEE 





Our waa” of More Than 25 Years Will 
Help Solve Your Problems 


We Invite Your Consultation 


F. L. Gates Company 
REALTORS—INSURORS— 
MORTGAGE LOANS 


729 Walnut St. Phones: 7-1534—7-2978 
CHATTANOOGA, TENN. 








Member Institute of Real Estate 
Management 


Percy Galbreath & Son 
REALTORS 
Property Management — Appraisals 
Columbian Mutual Tower 
Memphis, Tennessee 








W. W. DILLON & CO. 


REALTORS 


PROPERTY MANAGEMENT 
SALES LEASES 


Bennie-Dillon Building 


NASHVILLE, TENN. 











TEXAS 





PAYNE & WILEY CO. 


PROPERTY MANAGEMENT 
APPRAISALS 


€ 
616 Brazos Phone 2-9228 
Austin, Texas 








“48 Years in Dallas” 


J.W. LINDSLEY & CO. 
REALTORS 


We specialize in Property Man 
agement for Life Insurance and 
Trust Companies. References. 


DALLAS 


1209 Main St. 














McDONALD & COMPANY 


601 Dan Waggoner Bldg. 
Fort Worth, Texas 
e 


Property Management — Sales —Loans— 
Appraisals—Competent Real Estate 
Service 








Sam Realty Co. 
Oldest and Best 
50 Years Experience 

Specializing in 

Sale and Management 

City Property 


Houston, Texas 





Jake Sam 
220 Binz Bldg. 








H. R. HOHENBERGER CO, 


Real Estate Counsellors 
Realtors Since 1908 
PROPERTY MANAGEMENT 
APPRAISALS 


811-13-15 National Bank of Commerce 
uilding 


San Antonio, Texas 








E. L. HUMPHREYS 


Established 1897 


PROPERTY MANAGEMENT 
APPRAISALS 


213 Provident Bldg.—Phone 988 
Waco, Texas 











WISCONSIN 





SCHEFFER-PURTELL C0. 


REAL ESTATE 


Selling—Renting—Managing— 
Financing—Appraising 


757 No. Water St., Milwaukee 











Phone DAly 3426 


We will appreciate 
it if you will men- 
tion THE NA- 
TIONAL UNDER- 
WRITER when 
writing advertisers. 


WY 








Night Flying Hazard 
Triple Daytime 
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included in the exposure but was killed 
while flying as a passenger. 

“It is therefore clear that these non- 
scheduled accidents should be counted in 
determining, for underwriting purposes, 
the death rate of pilots employed by air- 
lines,” the report states. ‘In fact, the 
death rate obtained by dividing the full 
number of deaths of pilots in operations 
connected with airlines by the mean ex- 
posure should be increased, in estimat- 
ing the risk of the typical line pilot, 
since the exposure includes some pilots 
whose duties are partly supervisory and 
whose annual flying is less than that of 
a typical line pilot. 

“A tabulation of the number of hours 
flown in a sample month by airline pi- 
lots, in the report of the federal coordi- 
nator of transportation on ‘Hours, 
Wages and Working Conditions in 
Scheduled Air Transportation,” showed 
a wide spread, making it evident that 
many of the pilots were not devoting 
their full time to line flying. If the as- 
sumption be made that the 75 percent 
having the greatest flying time are to be 
considered as full time pilots for the pur- 
pose of insurance classification, their av- 
erage flying time in this tabulation was 
more than 10 percent greater than the 
average of all pilots.” 


Hazard Often Remote 


The report suggests that ratings or 
aviation exclusion riders are being im- 
posed where the aviation hazard is ex- 
tremely remote or where the company 
has not attempted to get full informa- 
tion. This arises only in connection with 
the passenger classification. 

In the “miscellaneous” group, which 
includes only cases not covered by a spe- 
cific code in the inter-company compila- 
tion of experience, there were 6,526 years 
of exposure, or about one-sixth of the 
total experience, with no deaths. Practi- 
cally all these cases were issued with 
rating or rider, mostly the latter. The 
experience on this group led the com- 
mittee to suggest that ratings or riders 
are being imposed where aviation hazard 
is very slight or where the company has 
not obtained adequate information. 

It was found among rated policies in 
the group where flying is occasioned by 
an occupation connected with aviation, 
there were six deaths against two ex- 
pected and the death rate was five per 
1,000 years of exposure. Conceivably the 
hazard in this group is greater than 
would be expected from the number of 
flights reported by the applicant, the re- 
port observes 


Military Pilots’ Deaths 


The only other group in which there 
were more than a very few deaths was 
among rated cases in the army, navy and 
marine corps. In this group there were 
nine deaths against eight expected, with 
a death rate of 2 per 1,000 years of ex- 
posure. 

In connection with pilots carrying life 
insurance, the intercompany experience 
indicates that with allowances for acci- 
dental fluctuations, mortality of insured 
pilots holding transport licenses at the 
time of application for life insurance 
tends to run two or three points higher 
than that of all pilots of similar status. 
This, the committee believes, might in- 
dicate a tendency for those pilots to ap- 
ply for insurance who expect to fly 
more than the average or are subject to 
some unusual hazard. The influence of 
the annual flying time of the individual 
applicant is indicated by experience of 
private pilots insured with ratings in the 
intercompany exposure. This experi- 
éiice, while small, is consistent as to the 
effect of annual flying time. 


The entire group of private pilots in- 
sured with extra premiums had an an-' 


nual aviation mortality rate of 10 per 
1,000, with nine deaths. Eliminating 
those whose annual flying was not 
stated, the rate was eight per 1,000, with 





six deaths. Confining the study to those 
with at least 50 annual hours in the year 
prior to application, the six deaths re- 
main but the mortality rate was increased 
to 16 per 1,000. 

Limiting the group further to those 
with at least 100 annual hours retained 
five of the six deaths but made the death 
rate 22 per 1,000. 

“This suggests that an important con- 
sideration in getting a satisfactory rate 
among insured private pilots is to give a 
relatively low rating only to those whose 
annual flying time is small,” the report 
points out. 


Violent Non-Aviation Deaths 


A curious fact is the high death rate 
from violent non-aviation causes among 
active civilian pilots insured with extra 
premium. There were eight non-aviation 
accidental deaths and one suicide, a rate 
of 2.7 per 1,000 years of exposure. The 
violent death rate among all pilots, 
whether insured with rating or with 
rider, was 1.1 per 1,000, with 22 deaths. 
The natural death rate for all pilots was 
1.4 per 1,000, with 28 deaths, which the 
committee believes to be probably on 
the low side. 

J. E. Hoskins, Travelers, is chairman 
of the committee. Other members are 
W. A. Jenkins, Teachers Insurance & 
eee and Pearce Shepherd, Pruden- 


CHICAGO 


DAVIS ON AIR JAN, 15 











ROY L. 


Roy L. Davis, assistant insurance di- 
rector of Illinois, will give a broadcast 
on insurance Sunday, Jan. 15 at 1 p. m. 
over radio station WJJD Chicago, and 
WCBF Springfield. This will be one of 
a series of broadcasts entitled “Your 
Illinois” that is sponsored by these two 
stations. 





ANOTHER ZIMMERMAN SCHOOL 


C. J. Zimmerman, general agent Con- 
necticut Mutual Life, Chicago, is pre- 
paring to open Jan. 30 his 41st school 
of life insurance selling to which general 
insurance brokers are eligible. This will 
be the seventh seminar conducted by 
Mr. Zimmerman for Chicago brokers. 
He started conducting these courses at 
New York in 1926, and continued after 
becoming general agent at Newark. 
More than 600 brokers have attended 
the courses, receiving certificates show- 
ing they completed required study. 
Nearly 100 have attended the Chicago 
lectures. 

The lectures this year have been re- 
vised and streamlined. There will be 24 
lectures of an hour and a quarter each, 
continuing for 12 weeks. 

Large attendance is anticipated. As- 
sisting Mr. Zimmerman will be William 
H. Siegmund, brokerage supervisor, 
Edwin S. Hewitt, agency supervisor. 
Special subjects will be discussed by 
home office officials. 





Adams to Be Toastmaster 


‘Claris Adams, president Ohio State 
Life, Columbus, ‘will be toastmaster at a 
dinner there Jan. 10 of the chamber of 
commerce for Gov. J. W. Bricker, in- 
coming state officials and members of 
the general assembly. Business men 
from all parts of the state will attend. 
Mr. Adams addressed the Rotary clu) 
at Gallipolis, being guest of E. S. Spear. 
representative Ohio State Life there. 





Map New Omaha Head Office 


OMAHA—Mutual Benefit Health & 
Accident and United Benefit Life inten¢ 
to put up a five-story office building at 
33rd and Farnam streets here for theif 
home office. A preliminary draft of the 
building has been drawn. 
company’s present office space in the 
Faidley building expires in August 
1940. The'’new building will be com- 
pleted by that time. 








Lease on the | 
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FRATERNALS 


Another New York 
Hearing on Code 


Another hearing with leading frater- 
nalists on the fraternal section of the 
proposed New York code was held at 
Albany. Chairman Piper of the joint 
legislative commission conducting the 
hearings presided. Only minor differ- 
ences were reported. The fraternalists 
reported the commission showed dispo- 
sition to make all reasonable conces- 
sions. No major issues remained to be 
ironed out. 

The members of the National Frater- 
nal Congress committee on legal coop- 
eration who attended were J. M. Miller, 
Chicago, chairman; E. W. _ Dillon, 
United Commercial Travelers, Colum- 
bus, O.; E. J. Jeffries, Maccabees; Nor- 
man Sommerville, I. O. O. F., Toronto; 
Lendon Knight, Royal Neighbors, Rock 
Island, Ill; H. L. Ekern, Chicago, 
Lutheran Brotherhood, and Foster F. 
Farrell, manager-executive secretary 
N. F. C., Chicago. 

Present for the state at Albany were 
Deputy T. J. Cullen and Actuary C. C. 
Dubuar of the New York department. 








W. O. W. in Big Sales Drive 


Field men of Woodmen of the World, 
Omaha, wrote $21,825,850 in a 60-day 
campaign. W. McClain, Waxaha- 
chie, Texas, was high man with $502,- 
500, H. R. Miller, Doylestown, Pa., sec- 
ond, with nearly $400,000, and two 
Texas men, P. P. Lopez and J. E. 
Koon, third and fourth, respectively. 
Twenty-five men turned in new business 
in excess of $100,000 each, and 1,421 
men participated. Farrar Newberry, 
secretary, speaking on behalf of Presi- 
dent De E. Bradshaw, said the cam- 
paign was a great success and the out- 
standing feature was the high class of 
business, 





Rule Fratemals Are Exempt 


A fraternal is “not within the terms 
an insurance company or association and 
hence should not be taxed thereunder,” 
according to opinion rendered Commis- 
sioner Goodcell of California by Attor- 
ney-General Webb. “Employes’ benefit 
societies are not subject to any other 
provisions of the insurance code and 
hence reports should not be required for 
taxation purposes,” the opinion states. 
“It would doubtless be claimed that such 
employe benefit associations were not 
engaged in the insurance business or 
were not insurance companies or asso- 
ciations and hence not subject to the 
constitutional provision in question. It 
Is, therefore, my opinion that they are 
exempt.” 





Arkansas Congress to Meet 

, LITTLE ROCK—The annual meet- 
ing of the Arkansas Fraternal Congress 
will be held here Jan. 21, probably at 
Hotel Marion. Mrs. Lillie A. Bailey, 
Jonesboro, is president. 





Reeder Talks On Hospitalization 


The Fox River Valley Insurance ‘Club 
held its monthly meeting in Neenah, 
Wis. J. D. Reeder, actuary Aid Asso- 
ciation for Lutherans, was the principal 
speaker. He spoke on group hospital- 
ization insurance. 





_Frank M. MeDavid, Modern Woodmen 
director, was taken home from a Spring- 
field, Mo., hospital, where he has been 
dangerously ill since September. 
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Riegel Elected by © 
Teachers Group 





(CONTINUED FROM PAGE 3) 


for retirement requires planning and 
systematic savings over a period of 
years, which can be accomplished best 
through life insurance investment con- 
tracts. 


Says Term Has Its Place 


“We who teach insurance in college 
realize that term insurance has its place, 
but it is up to us to see that it is kept 
in its proper place and not promoted 
in the manner in which many today are 
attempting to promote it, as a substi- 
tute for other forms of life insurance. 

“Most students in our life insurance 
courses today are not preparing for 
actuarial work, so I believe that our 
curriculum should undergo a weeding 
out process that will cut down on the 
phases tending toward the actuarial and 
building up those of most benefit for 

reparation for life insurance selling. 

e are inclined to stress reserves, for 
example, too much. This is a hangover 
from courses originally designed for 
actuaries. Some actuaries today feel 
that Elijah Wright was wrong in his 
attitude toward reserves.” 


Riegel on Jackson’s Paper 


Commenting upon the address of H. 
H. Jackson, actuary National Life of 
Vermont, on “Individual Reserves and 
Kindred Delusions,” Robert Riegel de- 
clared he, too, had found but little truth 
in the claims of the pure protectionists. 

“T shall limit my discussion of Mr. 
Jackson’s address to two points—policy 
loans and separate investment and term 
insurance as opposed to _ investment 
forms of insurance,’ Mr. Riegel said. 
“In the matter of policy loan interest, 
if the company under consideration is 
participating only, the answer is simple; 
those who borrow pay the interest and 
those who do not borrow receive it. If 
the interest charged on policy loans is 
too high as compared with prevailing 
rates for money, the borrower suffers. 


Finds Policy Loans Secure 


“Speaking of the security afforded by 
policy loans, surely it is better than that 
behind a government bond, because the 
company always owes the _ borrower 
more money than he has borrowed. 
Some critics of the interest rate declare 
that if life insurance companies are 
willing to buy government obligations 
paying perhaps 2 percent, then they 
should be willing to loan funds to 
policyholders at a similar interest rate. 
This reasoning is fallacious because it 
makes no allowance for expense loading. 
Anyhow, the companies buy only 
enough government bonds of low yield 
to afford diversification; were they com- 
pelled to invest all of their funds in 2 
percent investments they could not con- 
tinue to operate on a 2% percent or 3 
percent basis for long. 

“Any fixed rate of interest on policy 
loans is bound to be unsatisfactory. At 
one time it may be too high and at 
another too low compared with current 
money rates. If the companies earn 
434 percent on their investments, they 
are certainly entitled to get 5 percent 
from their policyholders they accommo- 
date with loans since they do not stand 
in the same contractual relationship with 
their other investment entities. How- 
ever, the best solution to the interest 
rate problem, it seems to me, is a slid- 
ing scale set, perhaps, by the commis- 
sioners. Perhaps 4 percent would be 
enough to charge today; very probably 
7 percent would have come nearer to it 
in 1932. It is my impression that the 
companies were offered the sliding scale 
plan but rejected it for a flat 5 percent. 
I believe this was a mistake. Five per- 


cent is somewhere near a good figure 
today but in a few years it may not be. 

“In the matter of level premium in- 
surance facing the same problem of 
fluctuating interest rates as does ordin- 
ary, I agree with Mr. Jackson in the 
contractual sense, but in the practical 


application I do not. Under the level 
premium system, investment and pro- 
tection must inevitably be linked to- 
gether since they appear in the same 
contract. It might be desirable for life 
insurance companies to issue separate 
protection and investment contracts. 
The expense of so doing might be a 
difficulty to be overcome, but cost ac- 
counting in the life insurance field has 
not yet reached a point of efficiency 
where the true cost of acquisition can 
be determined for each individual policy.” 

H. H. Irwin, University of Michigan, 
cemmenting upon “Selling Methods,” 
expounded ably by L. S. Morrison, Sales 
Research Bureau, Hartford, emphasized 
Mr. Morrison’s point that managerial 
methods as well as sales methods have 
had to be entirely revised in the last 15 
years. “Today the general agent must 
be a well-rounded individual,’ he de- 
clared. ‘He must be a leader of men, 
a capable business executive, an experi- 
enced teacher and many other things as 
well. It is too much to expect that 
every general agent will possess all of 
these attributes in a sufficient degree. 
It is the part of wisdom, therefore, for 
the general agent to secure the services 
of a supervisor who will be strong in 
the phases which the general agent him- 
self finds that he lacks. 


Need Research on Supervision 


“Here again it is difficult to secure a 
supervisor who is equally good at teach- 
ing and at closing cases for his men. 
Ii he is a capable teacher, he is not 
necessarily a good salesman, and vice 
versa. If he is especially good at clos- 
ing he can probably do much better 
financially as an underwriter than as a 
supervisor. I would like to see more 
research conducted on supervisory work. 
Too often the supervisor is simply mark- 
ing time until he gets a general agency 
appointment. 

“Mr. Morrison brought out a vital 
point when he showed that too often 
an agent doing a large volume of poor 
business makes more money than he 





WOODMEN oF tHE WORLD 
UFENSURINGE SOGET 


Founded 1890, its assets have 
mounted to over $126,000,000 
and insurance current to $420,- 
000,000. 


Its investments are largely in 
Government, State and Mu- 
nicipal Bonds. 

a 


It has paid to Beneficiaries 
over $253,000,000; and to liv- 
ing members $43,000,000. 


For each $100 of reserve and 
current liability it has assets 
on hand of the value of 
$123.14. 

8 


Through prosperity and de- 
pression, war and epidemic, 
its financial strength has par- 
alelled its record of service. 
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.  FIFTY-SIX years ago, a small group of men formed an 
organization under the name of MODERN WOODMEN 
of AMERICA, for social and fraternal co-operation and for 
the financial security of their dependents. 
time this organization has developed into one of the fore- 
most fraternal life insurance institutions in the country. 


Since that 


- Since organization this Society has paid benefits aggre- 
gating over $600,000,000.00, and now has approximately 
$600,000,000.00 insurance in force. 
than doubled in the past six years, now amounting to more 
than $75,000,000.00. Forms of contracts now issued pro- 
vide life insurance for men, women and children, on a legal 
Experience and performance qualify this 
Society to prescribe life insurance programs to satisfy pre- 


Its assets have more 





HEAD_OFFICE: 


ROCK ISLAND, ILL. 








MODERN 














WOODMEN OF 

















AMERICA 














22 





HieNATIONAL UNDERWRITER 





January 6, 1939 








who writes a moderate volume of per- 
sistent business. There can be no doubt 
but that the latter is the best man for 
the company, yet the present system of 
compensation places a premium on care- 
less selection, as it were. This is a 
problem on which much more study 
should be placed with a view to solving 
the problem. 


Salary-Commission Plan 


“Unfortunately, the trend toward com- 
pensation on a salary and commission 
basis is still no more than a trend. In 
the plans so far advanced, the salary 
has been inadequate. Mr. Morrison sug- 
gested that compensation might be ad- 
justed to give more weight to renewals 
and less to first-year commissions. I 
do not believe this is the answer. I be- 
lieve that agents would resent anv at- 
tempt along this line, although recruits 
might like it. The basic reason for the 
renewal payments are said to be in lieu 
of a service fee for serving the policy- 
holder over a period of years; actually 
they are merely a deferred commission 
on the business. With the frequent 
turnover of agents, renewals can scarcely 
be regarded in the light of service fees. 
The best way to decrease the turnover 
among agents is to establish an adequate 
salary and to increase the first-year com- 
missions, perhaps at the expense of re- 
newals. Such an arrangement would 
keep the newer agents off the treadmill 
of debt which now burdens them.” Mr. 
Irwin also advocated more research in 
the matter of consumer acceptance of 
life insurance. 





Sales-making facts and figures are 
given in the Little Gem Life Chart. 








A Winning Team! 


You and 
Lutheran 
Brotherhood 


A good agent plus a strong, pro- 
gressive, Fraternal Society can 
make Life Insurance History in 
any Lutheran Community. All 
Lutherans (a select prospect list) 
are eligible for life insurance in 
this Society. 


You are the Agent! 


Lutheran Brotherhood is the So- 
ciety. Working together, we can 
write the business. If interested 
in a work that assures you a se- 
cured future, address your letter 
to:— 


SUPERINTENDENT OF AGENCIES 


LUTHERAN 
BROTHERHOOD 


Legal Reserve Life Insurance 
Herman L. Ekern, President 


HOME OFFICE Minneapolis, Minnesota 
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Dividends for older ages 
but show 
The 





the new scale. 
at issue are not so high 
marked increase at younger ages. 
dividends are: 

Annuity Dividends 


r————Age at as ae 
Male.... 25 35 oo & 80 


Female. 30 40 50 60 75 85 
Immediate Life Annuity 


Year 
errs $7.47 *. 41 T. rH 44 ia 7 $7.06 
AY 7.56 64 9.15 
By kiss aie 7.59 . 67 86 $32 3 25 9.30 
Siissues 7.62 7.70 7.92 8.40 9.41 9.45 
Se. 7.65 7.75 7.99 8.52 9.54 9.62 
Immediate Refund Annuity 
6.89 6.47 6.01 5.13 4.39 
6.95 6.57 6.16 5.386 4.64 
6.96 6.60 6.19 5.41 4.70 
6.98 6.62 6.23 5.48 4.76 
7.00 6.65 6.28 5.55 4.83 





Special Life Annuity (If Annuity 
Payable Annually) 


a uwane 2.59 2.74 2.98 3.41 4.68 5.95 
Cane 2.61 2.79 3.08 3.62° 5.32 17.34 
BasGbsaces 2.62 2.79 3.09 3.65 5.38 17.44 
Biro a eee 2.62 2.80 3.11 3.67 5.46 17.54 
Dis ewres 2.68 2.81 3. 12 3.70 5.51 7.66 
If Annuity Payable Otherwise 
Reccvace 2.58 2.72 2.96 3.39 4.63 5.89 
SS a 2.59 2.76 3.06 3.59 5.26 17.27 
Boo sees 2.60 2.77 3.07 3.62 5.32 17.37 
Se asenee 2.60 2.77 3.08 3.64 5.389 7.46 
Dia pees 2.61 2.78 3.10 3.67 5.45 7.58 





Great American Increases 
Its “Nonpar” Rates 


The Great American Life of San An- 
tonio has increased practically all non- 
participating premium rates. The only 
exceptions are retirement annuity, which 
is written on $100 annual premium ba- 
sis providing monthly life income on 
straight life or refund basis; life expec- 
tancy policy, and juvenile 20 payment 
endowment at age 85. The preferred 
risk ordinary life and 20 payment life 
written in minimum amounts of $5,000, 
and the systematic savings gold bond 
policies are not included in the new rate 
book. Illustrative rates in the new scale 
are: 

Insurance Income 
(Providing 
20 $10 mo. life inc., 10 


Ord. Pay. 100 mos.certain) Year 

Life Life at55 at60 at65 Term 
Age $ $ $ $ $ 
Uae bs ee eS | res eieka Stic ae 
15...12.68 20.87 24.49 19.42 16.31 7.90 
20...14.05 22.51 29.42 22.838 18.71 8.15 
25...15.79 24.67 36.26 27.63 21.88 8.51 
30...18.03 27.29 46.21 33.86 26.18 9.02 
35...21.17 30.51 61.58 42.86 32.02 9.83 
40...25.383 34.52 88.15 56.73 40.81 11.42 
45...30. 39.52 145.87 82.72 55.01 14.62 
50...38.60 46.1 ooe- 185.76 79.53 20.32 
DD.scSeee OEE goss esas _—s iy 10 
CO... 88:22 6736 | ons Fs 44 


Connecticut Mutual Makes 
Changes in Contracts 


Lower rates and values on retirement 
income contracts, and lower values in 
early years on all other policies due, to 
increased surrender charge, are an- 
nounced by the Connecticut Mutual. 
The endowment annuity policy is not 
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Our Own Home Office Building 
All plans of legal reserve fraternal life insurance for men, women and children. 
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Millionth Policy Is Issued 








President James Lee Loomis (right) 
of the Connecticut Mutual is shown 
above presenting the millionth policy to 
be issued by his company to John P. 
Fraser of Rockville Center, Long Island. 

The policy is on the 30 payment life 
plan and was sold by the policyholder’s 
father, John M. Fraser, who is head of 
the Connecticut Mutual’s largest agency, 
which is located in New York City. 

Young Fraser expects to enter the life 
insurance business, thus following in the 





footsteps of his father and his uncles, 
Peter Fraser, vice- -president, and 
Archie Fraser, supervisor in the Fraser 
agency. 

It is interesting to note that 78 years 
elapsed between the issuance of policy 
No. 1 and policy No. 500,000, but that 
only 14 years elapsed between the issu- 
ance of policy No. 500,000 and policy 
No. 1,000,000, which is an indication of 
the great growth which life insurance 
has experienced in late years. 








included in the new rate manual. 

Change from installment refund an- 
nuity to guaranteed income for 100 
months accounts for decrease in pre- 
mium rates on retirement income. Face 
amount is $1,000 instead of $1,040, as 
formerly, and cash value payable in 
event of death prior to maturity, if it 
is greater than face amount. 

The new rates are: 


Retirement Income 


fale——.——-Female——, 
Age 65 Age 55 Age 60 


$18.62 $29.84 $23.95 

21.0 35.3 27.78 

24.15 42.79 32.78 

28.21 53.00 39.47 

29.17 55.51 41.08 

30.19 58.21 42.80 

$1.27 61.13 44.63 

32.42 64.28 46.59 

33.64 67.71 48.70 

34.94 71.44 50.97 

36.33 75.52 53.41 

37.82 79.97 56.04 

39.41 84.88 58.90 

41.12 90.30 61.99 

42.96 96.30 65.36 

44.95 103.01 69.04 

47.08 110.52 73.07 

49.40 118.99 77.51 

51.91 128.63 82.40 

54.64 139.66 87.82 

57.62 152.4 93.88 

60,89 167.34 100.66 

64.48 184.99 108.30 

68.44 206.25 117.01 

(et 126.96 

(iE: (re 138.45 
he 151.93 

CS 167.8 

WOLOO! a ezerks 186.93 

BOGISO gens” whereas 

Disability Waiver of Premium 

.67 63 1.72 1.55 
-81 75 2.09 1.87 
1.02 -94 2.68 2.39 
1.32 1,21 3.50 3.12 
aa 1.62 4.79 4.27 
2.49 2.27 6.89 6.15 
3.71 3.36 10.72 9.51 
5.91 5.30 Le pears 
be 9.11 eeiete 





Volunteer State Life 
Makes Policy Changes 


Volunteer State Life announced a 
new rate book and policy changes. The 
“Commercial” series of policies is new, 
designed to meet needs of business and 
professional men and high-class farm- 
ers. Included are whole life, 10-pay life, 
15-pay life and 20-pay life. Rates are 
low and no policy will be issued for less 
than $2,500. Endowment at 85 will be 
issued only in amounts from $1,000 to 











$2,499. Preferred risk whole life and 
20-payment life will be issued only in 
amounts of $5,000 or more. 

An endowment at age 60 and endow- 
ment at age 65 have been added. An- 
other addition is family income on 10, 
15 and 20 year plans. 

Settlement option changes include 
provision making them available to in- 
sured for retirement income, as well as 
to beneficiary. 

The “widow’s readjustment” policy 
has been changed, and will be issued on 
commercial whole life or commercial 
20-payment life plans. Amount of in- 
surance is now $2,803, providing for 
immediate payment of $500, $100 a 
month for first year, and $50 a month 
for second and third years. Family re- 
adjustment policy has been changed, and 
it is also issued on commercial plans. 
Amount of insurance is $3,925, provid- 
ing for immediate payment of $500 and 
$100 a month for three years. 

Minimum first year premium on all 
methods of payment except monthly has 
been reduced to $8 and minimum 
monthly to $5. 


Rates Slightly Increased 
By Maryland Life 


Maryland Life made a slight increase 
in non-participating rates for all ages 
except ordinary life at ages 55-60, in- 
clusive. which show a light decreae. 
There is no change in surrender values. 
Illustrative rates are: 

20 20 Md. 5 10 


Ord. Pay Year Main- Year Year 
Age Life Life End. tainer Term Term 
15 “ 34 $20. 4s i 7 “> 77 
20 13.86 22. 56 $ 8.18 $ 8.32 
25 15.75 3467 43:98 33. 16 oe 
30 18.19 27.24 43.38 28.03 867 895 ) 
35 21.386 30.41 44.09 34.84 9.29 9.99 
40 25.57 34.36 45.46 44.75 10.84 12.12 
45 31.27 39.45 47.86 60.02 13.70 15.81 
50 38.59 45.92 51.80 84.36 18.48 21.80 
55 48.63 54.54 57.96 .... 26.09 31.08 
60 61.94 66.43 67.20 . Lae ae 


Lewis Host to Agency Staff 


NEWARK —In appreciation of his 
agency force producing greater paid for 
business in 1938 than in 1937 Frank H. 
Lewis, general agent here of the Massa- 
chusetts Mutual, assisted by Mrs. Lewis, 
will give a dinner-dance to the entire 
agency and oce staff Jan. 10. 
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ales Ideas and Suggestions 





Finest Present Given to 
New Bride and Groom 


Herbert S. Simpson of Chicago, presi- 
dent of the well known National En- 
gineering Company, manufacturers of 
machinery, and his wife had before them 
the question of what sort of a wedding 
present they would give their son, 
Bruce, who was about to be married, a 
young lawyer who is associated with 
his father in business. Mr, Simpson him- 
self is a distinguished citizen of Evans- 
ton, Ill., prominent in civic and political 
life of the city. He served two terms as 
alderman from his ward, was chairman 
of the city council’s potent finance com- 
mittee during the depression years and 
in that position kept the city on a cash 
basis. 


Retirement Income Suggested 


The parents concluded that they 
would expend a maximum of $1,000 for 
a wedding present. In casual conversa- 
tion while going out on a Northwestern 
train he talked to one of his neighbors, 
A, A. DeLapp, who has been associated 
with many civic activities in which Mr. 
Simpson was interested. Mr. DeLapp 
suggested that one present Mr. Simpson 
might consider would be a retirement in- 
come policy. He had Mr. DeLapp fur- 
nish him an outline of what he pro- 
posed. Mr. and Mrs. Simpson thought 
the matter over, Mr. DeLapp recom- 
mending a retirement income of $80 a 
month at age 65, or in case of death 
$100 a month paid to the widow for 
12 years. The $1,000 paid out for a gift 
would pay the premium five years in 
advance. Mr. Simpson agreed to this 
as a most suitable present and believed 
it would certainly be most helpful. 


Written in New England Mutual 


The policy was written in the New 
England Mutual Life. Manager E. B. 
Thurman communicated the incident to 
the home office resulting in a little bro- 
chure using the Simpson episode as a 
text being written. It is as follows: 

“Young Mr. and Mrs. Lawrence Hale 
stood in the middle of their brand-new 
living room and looked around them. 
Young Mrs. Hale laughed. ‘So this is 
the price we pay for our honeymoon! 
Look at what we have to clear up be- 
fore we even have a place to sit down!’ 
And she kicked a piece of string away 
from the toe of her shoe. 

“They stood in the middle of the floor 
because there was nowhere else to 
stand. 

“Look at that mirror,’ said Larry, 
pointing toward his feet. ‘I ought to get 
the stepladder and hang it up before 
I put my foot through it. 


May Belong to Museum 


“‘And there’s that picture. Great 
guns!’ he exclaimed. ‘Where can we put 
it? It’s tremendous!’ 

“Tt may belong in a museum,’ his 
wife suggested, with a smile. Sinking 
into an armchair, Barbara gazed in- 
tently at the picture. ‘Certainly not 
within shouting distance of our cozy 
home. Your great-uncle James must 
have forgotten that we are not starting 
out in a house the size of his.’ 

““Correct, my dear, and the sad part 
of it is that I happen to know that the 
old gent forked out a cool $400 for it— 
and that’s what makes me tired. I don’t 
mean to be mercenary, but just think 
what we could do with $400! Think of 
all the things we could get that we 
really want—and look, here’s your Aunt 
Hester’s hand- painted lampshade.’ 

si ‘Sorry,’ Barbara lamented. ‘All we 
can do is to stow them in the attic—at 
least for awhile. Let's start right now 
making a pile to go up.’ And she set the 
painting and the lampshade by the door. 





“‘Good idea,’ said Larry, and looked 
around for contributions. He picked up 
a long white envelope that was lying on 
an embroidered tea-cosy. 

“‘*Here’s another one for the attic,’ 
he said, glancing at the ‘cosy,’ ‘but not 
this one!’ And he patted the envelope. 


Dad’s Insurance Policy 


“*What’s that?’ asked Barbara. 

“‘Tad’s insurance policy—rather, my 
policy that Dad gave us as a present. 
It’s the best of the lot, certainly the 
one we'll get the most benefit from. 
Trust Dad to give us something we 
really need.’ 

“*Tell me about it, Larry—how does 
it work?’ 

“««T esson 1,” then,’ said Larry cheer- 
fully; ‘delivered by young husband to 
colossally ignorant young wife. What 
it’s all about, darling, is that my father 
is providing for you in just the same 
way he did for mother—with a life in- 
surance policy. This is for $10,000, and 
it will pay you a monthly income as 
long as you live after my death. Such 
a provision is wonderful enough by it- 
self; but Dad went a step further, he 
paid all premiums for five years in ad- 
vance and that’s five years’ grace to our 
exchequer.’ 


Marvelous Idea 


“Why, Larry, that’s a perfectly mar- 
velous idea. I didn’t know such a thing 
was possible.’ 

“Ves, my love, five years to the good 
on premiums. But further than that, the 
idea back of the whole thing is so fine 
and reasonable. This policy means se- 
curity—security for you for the rest of 
your life. If I were to fall off that step- 
ladder, for instance, and break my neck, 
you wouldn’t be a penniless young 


widow. You'd have a check coming in |} 


every month. Not terribly big—but it 
would keep you from being wholly de- 
pendent on your own resources, or on 
your relatives.’ 

“Barbara shuddered. 

“‘Tt’s not a very cheerful subject,’ she 
said. ‘I’d much rather have you than 
your income.’ 


Dad Made Up His Mind 


“‘T hope so, darling. But all the 
same, it’s an important matter, and one 
that every married man, especially, 
should take care of.’ 

“Why didn’t you already have a pol- 
icy,’ asked Barbara, ‘if it’s such a val- 
uable thing?’ 

“*Well, I always had meant to, even 
before we got engaged. But I kept put- 
ting it off, just like so many other men. 
But when we decided to get married, 
Dad made up my mind for me, and 
stepped right into take the initial ex- 
pense off my shoulders.’ 

“Your father, Larry, is surely a far- 
seeing man, and a mighty practical one, 
too. 

“Ves, he is. I’m proud of him and 
grateful, no end. He knew the danger 
of that put-off habit, and he knew also 
that we’d have lots of expenses for 
months to come. So he settled it by 
giving us this policy as a wedding pres- 
ent. I was examined, and the policy 








Now 


went into effect immediately. 
you're decently protected! 

“*So you see,’ he concluded, ‘why I 
consider that policy of Dad’s just about 
the finest present we got. It doesn’t 
have to be exchanged, or hidden away 
in the attic, and it never goes out of 
style. It’s good today and tomorrow, 
and always. And in the meantime ... 

“‘In the meantime,’ Barbara inter- 
rupted, ‘hang that mirror before you 
put your foot through it. Up the step- 
ladder you go, Mr. Hale—and don’t fall 
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off just because you're insured! 





Prospecting and Selling 
Processes Are Inseparable 


Milton L. Woodward, director of sales 
for the Johnston & Clark agency, Mu- 
tual Benefit Life, in Detroit, asserts 
that prospecting should be just as con- 
tinuous a part of the selling process as 
every other phase of it. 

“Naturally,” he declares, “a man 
should be more favorably disposed 
toward you when you take his applica- 
tion, make a constructive suggestion or 
deliver a contract, than he is a month 
or several months later. Some men even 
say they spend as much as 90 percent 
of their time prospecting; but why spend 
all this time, when you can prospect as 
you go along, in your daily activity, in- 
terviewing people, offering necessary 
recommendations for their consideration, 
and while you are impressing people 
that you are equipped and qualified to 
serve the prospects asked for? 

“A salesman who fits his prospecting 
in with his daily selling plans is never 
without qualified prospects. Adoption 
of other methods of prospecting makes 
both selling and prospecting, each, a 
separate, part-time activity. While you 
are prospecting, you are not selling, and 
when you are selling, you are not pros- 
pecting. Both should be inseparable and 
simultaneous.” 





Chance to Insure Widows 


K. I. Dickerson, general agent in 
Newark, O., for Midland Mutual Life, 
suggests that widows who are receiving 
compensation payments from the Ohio 
Industrial Commission and have chil- 
dren over 16 years of age are good pros- 
pects for life insurance. The commis- 
sion pays a widow $75 a month for seven 
years when the husband is killed in the 
line of duty. If there are no children 
under 16 years. of age, however, the 
monthly income ceases in the event of 
her death within the seven years. Mr. 
Dickerson suggests that the widow in- 
sure that income particularly for the 
benefit of children that may be more 
than 16 years of age. 





Physicians Buy Big Policies 

Physicians and surgeons lead all other 
occupational groups in number of poli- 
cies for $10,000 or more purchased last 
month, according to the Lincoln Na- 
tional Life monthly survey. They 
ranked fifth, however, in total volume 
thus purchased. Furniture and organ 
factory managers; industrial managers; 
brokers, bank managers and real estate 
company officials, and students were 
ahead in the order named. 





Your prospect’s last bills will be his 
widow’s first ones. 
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Death Rate on New Policyholders 


11 percent of policyholders die within five years, 28 per- 
cent within 10 years of taking out their policy. 








Better People and More 
Effective Talks Needed 





There are three ways to increase busi- 
ness and increase income: ‘Call on more 
people, call on better people, sell more 
of those called upon, said Walter J. 
Stoessel, Los Angeles general agent Na- 
tional Life of Vermont, at the sales con- 
gress sponsored by the San Diego Life 
Underwriters Association. If self-dis- 
cipline is mastered the agent will call on 
as many people as he possibly can each 
day. However, there is a limit to the 
number of people than can be seen each 
day, so that if business is to be in- 
creased it is necessary to call on better 
people and give them more effective 
presentations. 

For each agent there is a best type of 
prospect, an analysis of his business 
will show. Usually he is a man whose 
problems of life are about the same as 
the agent’s. He needs life insurance for 
the same reason as the agent. He seeks 
to create an estate that will provide in- 
come for his family, for himself on re- 
tirement and to create an emergency re- 
serve. 

The use of the retirement income ap- 
proach was urged by Mr. Stoessel, who 
said people are more retirement-income 
conscious than they have ever been be- 
fore. It is the great economic problem 
of the day. He quoted figures showing 
that there has been an increasing num- 
ber of people 65 years or older and 30 
years from now there will be 15,000,000 
compared to 7,900,000 at the present 
time. In 1860 ae out of four people 
were independent, while today two out 
of three are dependent. The main thing 
is to sell the prospect a retirement plan 
with the idea of saving money. The 
type of policy is not important. 

The strongest point in the retirement 
income presentation is that by utilizing 
the annuity idea in life insurance, the 
prospect can provide the necessary in- 
come with one- third to one-half the 
amount required in any other form of 
investment or savings. 

Mr. Stoessel said “that women should 
not be overlooked on the retirement in- 
come approach because 25 percent of the 
business last year came from women ap- 
plicants. 





Continental American Is 
Helping in Prospecting 


Continental American agents in the 
first 12 days of January are receiving 
daily pink slips, each containing a pros- 
pecting idea that can be put into imme- 
diate use. These are a part of “12 Big 
Days” plan to help agents help them- 
selves get a good start in 1939. It is 
not a campaign or contest, and there 
are no quotas or awards. 

“The plan is merely our informal at- 
tempt to offer some ideas and material 
that we believe you can use to advan- 
tage to get started in 1939,” said W. M. 
Rothaermel, agency vice-president. 

The plan was devised to feel the need 
believed to have resulted from the policy 
option changes Jan. 1, which are sup- 
posed largely to have exhausted agents’ 
working fund of prospects. The agents 
also are being furnished a simple record 
sheet on which to keep track of new 
prospects and selling interviews from 


Jan. 3-16. The appeal is to the agent’s 
own desire to give himself “a square 
deal” for 1939, no _ pressure being 


brought to bear. The record sheet in- 
cludes a brief “Resolution to Myself” 
which the agent may sign if he cares 
to, promising to do 12 big days of hard 
work. 





The past is ‘a poor mirror of the 


future. 
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Agencies’ Record 
Impressive in ‘38 





(CONTINUED FROM PAGE 1) 


618,449 as against $516,240. The figures 
include annuity business. 

Gerald A. Eubank, manager Pruden- 
tial, led all agencies of that company 
with a 1938 production of $9,382,815. 
This does not include annuities, which 
amounted to an additional $1,379,743, nor 
group, which accounted for $464,648, a 
total of $11,223,784. Life insurance pro- 
duction (exclusive of group and annui- 
ties) in 1937 was $11,582,856. 

The Andrew Kakoyannis agency, 
which ranged second among all Pruden- 
tial agencies, paid for $9,358,612 of insur- 
ance exclusive of annuities, group and 
wholesale, as against $9,837,402 in 1937. 
Annuities were $275,646 against $1,239,- 
680; group and wholesale amounted to 
$54,166 against $297,500. 


Rosenstein Well Ahead 


The Rosenstein agency, Equitable So- 
ciety, paid for $9,150,000 (including an- 
nuities) as against $7, 100,000 for 1937. 
In addition, the agency produced in 1938 
$1,800,000 of group. 

W. J. Dunsmore, Equitable Society, 
life and annuities, $8,112,731 as against 
$5,814,073; group, $224,000 as against 
$157,700. 

The Beers & Dawson agency, New 
England Mutual, paid for $7,914,476 of 
insurance and $681, 499 of annuities in 
1938 as compared with a 1937 volume of 
$5,689,189 and $119,089. 

Osborne Bethea, Penn Mutual, life in- 
surance, $7,700,000; annuities, $1,500,000. 

Isadore 'Pried Agency New England 
Mutual Life, life insurance, $6,850,127 
as against $5,521,676; annuities, $354,516 
as against $216,952. 

Leyendecker- -Schnur, Guardian Life, 
insurance, exclusive of annuities, $7,010,- 
394 as against $6,674,621. 

Allen & Schmidt, New England Mu- 
tual, $7,000,000 for the year. 

Harry Gardiner, John Hancock Mu- 
tual, life insurance, $5,630,000 as against 
$6,068,000; annuities, $1,475,000 as 
against $2,047,000; group, $5,700,000 as 
against $1,585,000. 

AS. §e Johannsen, Northwestern Mu- 
tual, Brooklyn, life insurance, $6,098,710; 
annuities, $136,000. 

j. Elliott Hall, Penn Mutual, life in- 
surance, $4,950,250 as against $4, 236,704; 
annuities, $604, 326 as against $289,123. 





Northwestern Holds 
Meet in New York 
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continuing renewable term insurance 
bought from fraternals. 

“This is not an exaggeration,” said 
Mr. Cleary, “there was case after case 
where the face of the policy would be 
less than the premium required under 
it for the next three, four, five or six 
years. All I could say was if you are 
going to live more than three years 
more (or four, five or six) you are bet- 
ter off to quit paying. The pathetic 
part of it was that these old people 
would say, “This is the thing I have 
hung onto, hoping to have a little some- 
thing to bury me.’ That is what term 
insurance produces if it is used for more 
than temporary purposes. Every fra- 
ternal society that started on an annual 
renewable term basis and had pleasing 
results when the membership was young 
later went to a legal reserve basis or 
went out of business.” 

Mr. Cleary said that many inquiries 
had been coming in as to what the tem- 
porary national economic committee, the 
so-called monopoly committee will mean 
from a life insurance standpoint. “I 
think that most of you know there can- 
not be any secret in life insurance,” he 
said. “If you will take the time to look 
at the detailed annual statement that 








this company and every company is re- 
quired to file in every state in which it 
operates and you will agree with me 
that there is no secret in life insurance. 
Every salary or every compensation of 
$5,000 a year or more must be listed, 
detailed information is required about 
bonds, mortgages, real estate, dividends 
paid. No business is so required by law 
to completely disclose what it does with 
its money, why, when, and what re- 
sulted.” 

Because so many agents faced with 
approaching contract changes at the 
close of the year, either sold all their 
prospects or definitely eliminated them 
from the running, much emphasis was 
put on prospecting. Grant L. Hill, di- 
rector of agencies, stressed the prospect- 
ing angle in his talk which wound up 
the final session. “From Maine to 
Georgia the smart agents will major in 
new prospecting as never before,” Mr. 
Hill declared. ‘Some will put more 
than the usual amount of time in the 
juvenile field, recognizing that annually 
4,000,000 youngsters reach age 10 and 
that juveniles—age 10 to 15 comprise 20 
percent of the insurable population in 
their territory. Some will stress selling 
in the women’s field, knowing they have 
not had the contract changes brought 
to their attention as much as have the 
men. Others will talk business insur- 
ance and stress the 5 percent interest 
rate in case of need for future borrow- 
ing. I might add that many agents 
who are going after business insurance 
for the small proprietor are finding it a 
fine market. Others who are qualified, 
will stress estate shrinkage and cover- 
age by taxation where the need is for 
cash at time of death and where the 
options are not so important. 


Problem Is Continuous 


“One thing is certain, continuous 
qualified prospecting is always the aver- 
age agent’s biggest problems. That will 
be doubly true the first few months of 
1939.” 

L. J. Evans, assistant director agen- 
cies, gave a list of 21 specific prospect- 
ing suggestions obtained from a survey 
of ideas used successfully by North- 
western agents during 1938. For ex- 
ample, one agent does a thorough job 
of prospecting for women buyers. He 
makes a point of being polite to the 
young woman who takes his name in, 
to the man with whom he has an ap- 
pointment. The next time he goes there 
he asks her name, on the ground that 
he might want to communicate with 
her in connection with the boss’ insur- 
ance. Mr. Evans also cited the approach 
used by W. L. Momsen, assistant to 
General Agent C. L. McMillen of New 
York City, who asks clients and pros- 
pects, “in what company does your wife 
carry her insurance?” Usually she has 
no insurance, so the way is opened for 
a sales talk. 


Provides Sales Opening 


Another opening for a sale on a man’s 
wife is the objection prospects fre- 
quently make to buying life insurance 
for themselves that their wives have 
money of their own. Another agent, 
according to Mr. Evans, watches news- 
papers and other sources of information 
about women having money and has 
found he could fill his entire time sell- 
ing women about whom there is read- 
ily available information indicating that 
they have money. This agent wrote 
business on two widows whose _ hus- 
bands’ life insurance has been with other 
companies. 

Good sources of prospects are the 
property tax rolls, according to one 
agent cited by Mr. Evans. A prospect 
may have provided insurance to retire 
the mortgage if he should die but it 
often happens that the year’s taxes 
would eat up more than an entire 
month’s income provided by the settle- 
ment options. The sale is made to 
provide the necessary amount when the 
taxes come due, at least until the chil- 
dren are grown up. Doctors and den- 
tists are particularly interested in retire- 
ment values, hence it is good strategy to 
play up the retirement angle of existing 





and proposed insurance, according to 
another agent. Life insurance is also 
especially appealing to doctors and den- 
tists because its proceeds and cash val- 
ues can be made exempt from malprac- 
tice suits, which are the secret terror of 
even the best men in these professions. 

Another suggestion was to tie in 
prospecting with timely events. One 
agent’s wife got from the local circu- 
lating library the names of 16 persons 
who had borrowed the book, “Years Are 
So Long,” which tells of the woes of 
young people burdened by dependent 
parents, and as a result four cases were 
closed. One agent’s suggestion was to 
go over programs of clients and see 
where existing insurance with the old, 
favorable settlement options, could be 
shifted from a lump sum to an income 
basis and new insurance sold to supply 
the need for cash. Mr. Evans suggested 
watching industries to see where the 
outlook is good. He said the indications 
are that everything connected with the 
building industry—with the exception of 
architects—should have an_ excellent 
year in 1939. He warned, however, that 
building is never good on a truly na- 
tional scale, that while some places will 
experience a boom, others will have lit- 
tle stimulus. He also suggested that in 
using the building boom, agents use a 
list of possible prospects and get it 
qualified, to learn if there really is a 
boom and who are the most likely to be 
benefited by it. 


Stresses Collateral Coverages 


R. U. Redpath, McMillen agency, 
New York City, and one of the com- 
pany’s leading producers, emphasized 
the advisability of going after what 
might be termed collateral coverages. 
He said that the last few months had 
exhausted the prospects for the usual 
coverages—the father protecting his 
wife and children against his death, but 
that there is still plenty of opportunity 
to go after coverage where the setup is 
less obvious such as a mother insur- 
ing her daughter’s husband for the 
benefit of the daughter, he particularly 
urged attention to business insurance. 

Mr. Redpath said that in many busi- 
ness cases agents have failed to follow 
their clients’ needs and keep the insur- 
ance protection in step with the new 
developments in the clients’ company or 
partnership. G. B. Dorr, general agent 
at Hartford, was program chairman. 
President Cleary made his address at 
the Tuesday morning session. He and 

J. Johannsen, general agent at 
Brooklyn, being the only two speakers. 
Mr. Johannsen gave a history of life 
insurance from its beginnings in an- 
tiquity. 

Friendship Luncheon 


A new feature at this year’s conven- 
tion was a “friendship luncheon” for 
agents who have been with the North- 
western less than two years. Hosts at 
each table were production leaders in 
the eastern zone. Another novel feature 
was an “information please” question 
and answer session in which a board of 
experts answered questions put to them 
by agents in the audience. 

In recent years it has been customary 
for President M. J. Cleary to make his 
address at the luncheon on the second 
day which brings the convention to a 
close, and for Director of Agencies 
Grant L. Hill to address the convention 
as the opening speaker. This year, how- 
ever, the procedure was reversed, with 
Mr. Cleary as the initial speaker intro- 
duced by the chairman, A. J. Johannsen, 
general agent at Brooklyn, while Mr. 
Hill gave the valedictory at Wednes- 
day’s luncheon. 





Texas Agents Honor Vincent 


Texas agents of the Travelers cele- 
brated the tenth anniversary of F. 
Vincent, assistant state manager, show- 
ering his desk with 123 life applications 
for $651,498. The Dallas office, under 
Mr. Vincent’s supervision, led the tes- 
timonial, 21 agents producing 42 — 


cations for $295,611, headed by J. 
McClure with 11 applications ks 
$84,000. 




















